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Outlets can be tailor-made to capitalize on customers’ buying habits 


A McGRAW-HILL PUBLICATION THIRTY-FIVE CENTS 








without affecting accuracy 


Insures high maintained accuracy, lower mainte- Brodie BiRotor Meters are 
nance and repair designed to absorb normal 
pressure fluctuations, shocks, 
Measuring element is not subject to distortion due pee Piping strains with- 
to normal pressures, shocks or piping strains ee ee 
racy. This means smooth, con- 
Complete static and dynamic balance of the two tinuous delivery at all speeds, 
: : dependable longer life service 

sturdy rotors prevents vibration or damage from 


: with less wear, maintenance 
momentary over-speeding and repair. When you're look- 


‘ 9 ing into petroleum meters, 
Equalized pressure around measuring element as- look into Brodie BiRotors— 


sured by double case construction it’s what's inside that counts. 
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THE DOLLAR THAT DUYS more today 


THIS IS A VERY UNUSUAL DOLLAR—for these 
days, anyhow. It’s a dollar that is actually 
worth more than it was in 1925. You see, it’s 
the dollar you use to buy gasoline for your car. 


Here are the facts: 


1. Gasoline prices (exclusive of taxes) are 
only slightly higher than in 1925. 


2. Gasoline has increased tremendously in 
quality. In fact, two gallons of today’s fuel will 
do the work of three gallons of 1925 gasoline. 
There are good reasons why you get such won- 
derful value for your gasoline money. For one 
thing, U.S. oil companies have spent millions 
of dollars developing new and better refining 
processes to produce more and more high octane 
gasoline. And, practically every oil company 
uses “Ethyl” antiknock compound to further 
step up octane ratings. 
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So, thanks to America’s progressively man- 


aged petroleum industry, you get a bargain 
every time you drive into your service station 
and say, “Fill ’er up!” 


OIL—at Your Service 


Because Americans have enjoyed a bountiful supply of 
petroleum products at low cost for so many years, the 
average person is likely to take for granted the won- 
derful service performed by the 2,000,000 men and 
women in the U. S. petroleum industry. To give this 
splendid record the recognition it truly deserves, this 
message is published by 


ETHYL CORPORATION, New York 17,N. Y., 


<> 
manufacturers of “‘Ethyl’’ antiknock compound er iii gy 
used by refiners to improve gasoline \2 $ 
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THIS VALVE 
WILL DO IT! 








The valve you're using how smoothly does it 
perform when really put to the pressure test? 
First of all, ypu want a valve to give full protection 
to pumps, meters, strainers and pipe lines—one that 
eliminates “line hammer” damage. 
oe . a valve that has positive Flow Range 
‘Control that can be quickly adjusted to meet any 
low gravity to high pressure condition. Easy 
Opening! Fast Topping Off! Minimum Afterflow! 
. a really smooth, shockless operation 
without the use of surge chambers on long dis- 
charge lines. 
. . and last but not least, construction and 
integral working parts that won’t let you down! 
You can be sure of all this by using OPW No. 1227 
or No. 1217 Balanced Pressure Type Loading Valves, 
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VALVES @ FITTINGS @ ASSEMBLIES 
for handling hazardous liquids 
2735 COLERAIN AVE 


Write for Bulletin F-4 CINCINNATI 25, OHIO 
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Behind Our Headlines 


It would have to happen. 


Just when we were bringing out 
NPN in a new dress and feeling pretty 
good about it, a slip-up had to occur 
so that a considerable number of 
readers were late getting their copies 
of the Sept. 23 issue. 


As nearly as we can tell, the hitch 
was “just one of those things.” Matter 
of fact, despite having tried to antici- 
pate all eventualities, we probably 
can consider ourselves lucky that this 
was the only difficulty to crop up. 

You see, this business of producing 
NPN in a new format was more than 
just slightly involved. 

The principal complication was a 
switch in the base of printing opera- 
tions from Cleveland to Philadelphia, 
beginning with the issue of Sept. 23. 
After 44 years with Cleveland as pub- 
lishing headquarters and the last 26 
of those with the same printer, it was 
a case of winding up here one day, 
moving 400 miles distant overnight 
and then hoping against hope that all 
would go according to plan. 

There are literally dozens of things 
that can go wrong in this sort of an 
operation, however. And the very 
worst of them did. 

Result: Late arriving NPNs on the 
desks of many subscribers and a de- 
scent here into the dumps for having 
disappointed those readers. 

No point saying we're sorry. That 
goes without saying. The important 
thing is that we think the trouble has 
been overcome; that it won’t be oc- 
curring again. 


—Herbert A. Yocom 
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THE EMPIRE SERVICE STA- 
TION, 577 First Ave., New York 
City, regards its National 
System as a “must”’ for speedy 
service and profit protection. 


Ene, 


“My Clalional System 


MR. JOHN C. BALIKO, partner- 
owner, estimates that mechanical 
addition has eliminated mistakes 
that were costing Empire at least 
$2 a day. 


saves *2,000 yearly... 


repays its cost every 9 months!” 


“It takes fast, efficient service to keep 
our large volume of traffic moving,” 
says Mr. Baliko. “Before we installed 
a National System, we used old-fash- 
ioned methods that slowed us up and 
cut our profits. 

“‘Now all transactions including paid- 
outs, go through our National Sales 
Register and are protected by control 
totals and printed records. Under our 
former method, charges could easily be 
forgotten. Now, charge sales are han- 
dled as easily as cash sales. 

“Further, each attendant now has his 
own identifying key. This has prac- 
tically eliminated irregularities in our 
cash balances. 


“Our National System aids in stock 
control, too. Since all sales—tires, bat- 
teries, etc., are classified on the audit 
strip, we merely check these sales against 
shelf inventory. This also gives us sales 
information that is valuable in increas- 
ing our business. 

“Since the National does so much of 
our figure work automatically, we have 
cut time spent in keeping records by 30 
hours weekly and made substantial sal- 
ary savings. 

“We estimate conservatively that our 
National System has saved us $2,550 
yearly. We couldn’t ask for better re- 
sults.” 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


4 


Station owners from coast to coast are 
saving money and making ezira profits 
with the aid of National Systems. Your 
nearby National representative, a 
trained systems analyst, can show you 
right in your station how much you can 
save, how much you can add to profits 
with the advantages of a National Sys- ° 
tem. He is in the classified directory. 
Call him today. 
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AHEAD OF THE NEWS 


Private Brand Parade—A large major brand jobber is 
making the gloomy prediction that “less responsible” private 
brand operators will soon be getting a bigger slice of the 
retail gasoline market. He says a severe winter, or even a 
normal winter, will bring big additions to present gasoline 
stocks east of the Rockies, And easy gasoline supplies, he 
notes, will mean both lower prices and a larger number of 
cut-raters in the business. He adds that even now the 
private branders are able to sell at a price that he can’t meet 
and still stay in business. 


Union Eyes Marketing—Oil Workers International 
Union plans a very extensive organizing campaign in all 
phases of oil marketing. President O. A. Knight says his 
union has not decided where or when it will push this 
program, but notes OWIU has already organized many 
bulk plants in scattered areas (Detroit, Chicago, Houston, 
Tulsa and others), plus some service stations. Mr. Knight 
also challenges the AFL Teamsters action in organizing 
Station men, and says OWIU will oppose the AFL in the 
field. “By no stretch of the imagination,” he asserts, “are 


service station employes under the jurisdiction of AFL 
Teamsters.” 


Products with a Future—The broadest highway for oil 
industry development is the production of petrochemicals 
and other specialty products, such as industrial oil, LP-gas 


and waxes. That’s the forecast of Frank R. Markley, Sun 
Oil Co. marketing vice president. Noting that total LP-gas 
sales “increased tenfold from 1940 to 1950,” he predicts 
that “bottled gas sales will continue to rise at a pro- 
gressively increasing rate for a number of years ahead.” 
He believes specialty products “offer many opportunities 
to build new markets and to realize higher margins of 
profits than are possible with more standard products.” 


LP-Gas Still Climbing—LP-gas will have rung up another 
good year when 1953 U.S. demand returns are in, Lique- 
fied Petroleum Gas Assn. predicts. The association says, 
“It appears that the same percentage of increases realized 
in 1952 will be repeated in 1953—about 10% in the 
domestic field, and 7% over-all.” (The Bureau of Mines 
set 1952 domestic LP-gas demand at 2.3 billion gal., and 
total U.S. demand at 4.5 billion gal.) 


Cutback Co-operation—Independent Refiners Assn. of 
America is going ahead with its effort to get a government 
directive allowing oil companies to agree on refinery cut- 
backs. Association Counsel Elmer Batzell concedes that 
widespread cutbacks have lessened the need for such action. 
But he contends that it should be taken anyway to prevent 
a recurrence of the “squeeze” on Independent refiners. 
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Fighting Gas Invasion—Minnesota jobbers will urge 
National Oil Jobbers Council next month to outline a pro- 
gram for combatting new natural gas competition to fuel 
oil in large areas of the Midwest. The threat comes from 
the proposed Mid-Continent Pipe Line, which would move 
natural gas from Canadian fields into Minnesota, North 
Dakota, Wisconsin and the Upper Peninsula of Michigan. 
Fuel oil distributors in much of this large area would be 
faced with gas competition for the first time. The pipe 
line is now said to be in the financing stage with no comple- 
tion date set. But jobbers in Minneapolis and St. Paul 
aren't waiting. They are campaigning to keep their present 
fuel oi] customers from switching to gas, using a pamphlet 
prepared by the Northwest Petroleum Assn. that explains 
why fuel oil is a more efficient, safer product than natural 
gas. Some 125,000 copies of the pamphlet have been dis- 
tributed to Twin City consumers. And the Northwest asso- 
ciation has filled requests for 75,000 copies from other 
parts of the nation. 


Cool to Supermarkets—Pennsylvania lube refiners, faced 
with sharpening competition from foreign and Mid-Conti- 
nent lubes, will not take the threat to their sales sitting 
down. But the Pennsylvania refiners with national markets 
and reputations are said to oppose selling their oil in 
grocery supermarkets (although Macmillan Petroleum 
Corp. reports good results from a test campaign in super- 
markets on the West Coast. 


Price Reporting Study—Methods used by the trade press 
in reporting oil prices probably will come under study by 
National Oil Jobbers Council in November. The Economics 
Concentration Committee of NOJC reportedly plans a 
special meeting just before the Council's annual meeting in 
Chicago Nov. 5-7. Headed by Everett Yearly of Wisconsin, 
the committee is said to have no wish for an “investigation.” 
But it hopes to gain knowledge of price reporting practices 
and the problems facing oil reporters. It is expected that 
representatives of trade publications will be invited to ex- 
plain their methods, and answer questions, at a closed 
session of the committee. The study was prompted by 
Bob Kent, Kansas jobber, who asserted at NOJC’s last 
meeting that oil prices as reported ignore “the laws of 
supply and demand.” 


Military Bids for Oil—The Armed Services Petroleum 
Purchasing Agency expects during the next few months to 
shift much of its bulk oil buying to competitive bids—and 
away from negotiated contracts. Reason: The general 
loosening of supplies, particularly in aviation fuels and 
Navy Special fuel. ASPPA used the negotiation system in 
areas where fuels were tight and it had a hard time finding 
supplies. But now, partly because of storage troubles, the 
agency sometimes has more oil available than it can lift. 


For more Ahead of the News 
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FRAM helps build more Oil Sales! 


You give customers the best clean oil protection 
and make twice as much profit by selling FRAM 





FRAM sends you 
the customers Kae HERE’S HOW 


Millions of motorists are reading about FRAM “OR OS es Cree 


CLEAN OIL MONTH in The Saturday Evening a ; =a eS Ch 
Post and other leading magazines. FRAM tells N ; — & 5 oe 
them the story of clean oil and what it means to 5 qts. oil at .17 Average Profit 

the life of a car—then urges them to see you this ——( f 

month for clean oil protection. Be sure to tie in wre" | 

for your profits—urge your dealers to dis- 
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OIL AND CARTRIDGE CHANGE 
(extra quart of oi! with cartridge change) 
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AHEAD OF THE NEWS 


‘If in Oil Prices—A big oil marketer on the Gulf Coast 
gives the present supply situation until Thanksgiving Day 
to straighten itself out. He forecasts that if stocks are not 
getting back into line by that time, “something will give 
—and I mean prices.” But he believes prices will hold up 
if there is a normal fall, bringing (1) big gasoline with- 
drawals out of Midwest pipe line and river terminals, 
and (2) good fuel oil demand. He adds that this must be 
accompanied by continued reductions in crude allowables 
and refinery runs. 





Auto Breakdown Opportunity—Service stations will 
have more chances than ever this winter to prove their value 
to the motorist and win steady customers. American Auto- 
mobile Assn. says there will be 22,258,426 car breakdowns 
this winter—about 1 million more than last winter. Some 
AAA breakdown forecasts: Tires, 5,782,350 (last winter, 
5,500,000). Batteries, 5,689,425 (5,420,000). Out of gaso- 
line, 667,800 (636,000). Lights, 258,300 (246,000). The 
higher estimates for the coming winter are based on the 
fact that one-half of all breakdowns occur during the 414 
winter months, and the weather is expected to be more 
severe than in the mild 1952-1953 season. 


Jobber Lube Growth—A Wisconsin Independent, Lloyd 
Felker Co., is showing how a lubrication service program 
can widen the market horizon for jobbers. Felker’s con- 
tracts for oil analysis and lube service (NPN, Sept. 23, p. 
14) are succeeding in bringing both car owners and fleet 
trace to his stations as steady customers. And the program 
is Opening a door to the industrial field. Felker finds its 
crankcase oil analysis equipment has created a spontaneous 
demand for service among companies operating lift trucks 
and stationary engines. Felker says the Gerin oil analysis 
machine also “has taught us lubrication as nothing else 
possibly could.” Felker believes that “if major companies 
would set up an instructional program around the machine, 
they would do more to help their dealers and the public 
than any other single thing they could do. The first major 
that does this will really have an edge on its competitors.” 


NPN Staff 


Refining Reserve Plan—Tax deductions may be the 
answer to the problem of how to build reserve refining 
capacity for an emergency without (1) producing chaotic 
surpluses, (2) saddling refiners with prohibitive costs of 
idle capacity, or (3) inviting government control. A solu- 
tion suggested in Washington: Have the Bureau of Mines 
or Petroleum Administration for Defense, or some other 
agency estimate peacetime oil demand. Have the Military 
say what it would need during war. Take the difference 
as the reserve capacity needed. Have the government 
work out a formula for assigning unused capacity to 
each refinery. Then say to each oil company: If you do 
not use X% of your total capacity, we will let you 
deduct Y% from your tax bill. Thus, oil companies would 
have a free choice. In times of oversupply, they prob- 
ably would choose idle capacity. When the market 
strengthens, they probably would forego the tax deduc- 
tion and produce more products. With this method there 
would be no direct government control. The fast tax write- 
off system is cited as a precedent for such a plan. 


Easy Tire Change—Tire men looking far ahead are 
hinting that if and when tubeless tires become original 


equipment on cars, there will be a switch to a new kind 
of car wheel. It would come apart, like an airplane wheel, 
and make tire demounting very simple. 


Turnpike Competition—Oil men are driving ahead in 
their bid to win station brand competition on the Ohio 
Turnpike, now under construction. Through a subcom- 
mittee of Ohio Petroleum Industries Committee, they are 
preparing a scale model of a “multiple trading area” (sev- 
eral competing stations in the same service area). This will 
be presented soon to the Ohio Turnpike Commission to 
show what oil companies want. And to prove that monopoly 
is not necessary, the subcommittee has had studies made of 
toll road financing. A subcommittee member, R. H. Colla- 
cott (assistant to the chairman of Standard of Ohio), reports 
these studies show “reasonable assurance” that the complex 
financial problems involved in financing a multiple trading 
area can be solved satisfactorily. 
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* Hydraulic Trouble Zone 


say goodbye to * 


and all other jack troubles... 


with the ALL-NEW AUSCO 2-TON service jack 


Ausco’s exclusive ALL-NEW release mechanism 2-ton Service Jack is the simplest, easiest-to-use jack that 
eliminates the Hydraulic Trouble-Zone which so often causes ever did your lifting jobs. Low, rugged body positions 
service jack failure. This new release does away with H T-Z* easily under lowest-slung cars, yet won't “hang up,” even 
by eliminating troublesome universal joints, screws and when dollying cars on uneven floors. This 2-ton lifts the 
gears. Instead, the Ausco release operates with a simple load higher for added workspace . . . raises the load faster 
cam-and-rocker action, similar to the overhead valve system even where handle movement is restricted. 

in an engine. pate down the lifting arm—in any position Let your Ausco Jobber show you all 26 ALL-NEW SERVICE 
—just give a twist of the knob! FEATURES . . . meet this ALL-NEW AUSCO 2-ton and say 
And that’s only part of the story! The ALL-NEW Ausco good-bye to H T-Z*! 


MORE for your money with AUSCO! 


MORE Service Life... MORE Floor Clearance . . . 


Newly-Designed Body! Additional floor clear- 
ance eliminates “ 7 


une from eaniley id ean chassis 
MORE Ease and Speed in Posi- 
tioning... nare-tang, §xtro-Regped 
Chossis tte vith Newhart ond 

1d swivel wheels for eusier 


tear. beari 
2." dellying and: free je operation under cars” 
-..?° with low ‘overhang. wit. 
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AUTO SPECIALTIES MFG. CO. Dept. NP-10, ST. JOSEPH, MICH. Other Plants Benton Harbor and Hartford, Mich., Windsor, Ont., Canada 
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WASHINGTON 


Oil Hauling Issue Up for ICC Decision 


Tank truck carriers and other oil 
industry operators may have a big 
stake in an upcoming Interstate Com- 
merce Commission ruling on when 
“intrastate” hauling of oil products be- 
comes “interstate” and subject to ICC 
jurisdiction. 

The issue was recently raised by a 
Mississippi tank trucker. He wanted 
to know if he has to have ICC author- 
ity in order to haul products—origi- 
nated from another state—from a pipe 
line terminal in Mississippi to points 
within the state boundary. An ICC in- 
vestigating board said “yes” but the 
final ruling must come from the com- 
missioners. The issue has come up 
previously before various segments of 
the ICC but is slated for a ruling by 
the full commission for the first time. 

There is some speculation that an 
“intrastate” ruling in this instance 
might cut the ground from under the 
Labor Department which has been in- 
sisting that virtually all oil marketers 
(of products within one state) are “in- 
terstate” and subject to federal labor 
laws. 


Collusion Charge Set 


When, if, and as the Justice Depart- 
ment undertakes any court action in- 
volving tank wagon sales of gasoline, 
it will base its charges on alleged col- 
lusion—specifically, a conspiracy to 
fix prices. And attorneys there are not 
worried about any possible raising of 
the “conscious parallelism” question 
by the Federal Trade Commission. 
They say they are willing to show the 
FTC just what they propose to do. 

DJ might take one of several courses 
of action. It could file a civil com- 
plaint, or an “information,” or could 
file criminal charges and request a 
grand jury investigation. 

Regardless of the fact that a price- 
fixing conspiracy will be the actual 
charge, the “market leader” practice 
within the oil industry will be the ulti- 
mate target. But “conscious parallel- 
ism” will not be a part of the case. 
The latter theory holds that, if one 
company follows the price of another, 
it is guilty of antitrust violation even 
though there is no concrete evidence 
of collusion. 


Selling Challenge 


Interior Secretary Douglas McKay 
apparently continues to bat 1.000 
when it comes to winning over oil 


industry audiences. At a recent meet- 
ing of the National Petroleum Assn., 
he referred to his listeners as “petro- 
leum peddlers.” Then, grinning, said 
he had been an automobile peddler 
for a long time and thought “peddling” 
was a great business. 

He kidded the oil men about the 
“easy” profits they had made in the 
past 12 years and challenged them to 
show they could still do a real selling 
job now that supply had caught up 
with demand. 

With the smile then gone from his 
voice, he said that industry has a re- 
sponsibility for proper use of natural 
resources, and that as long as it does 
use them properly the government 
won't put any roadblocks in the way. 

When he got through talking, ‘the 
crowd stood and cheered the little 
guy with the big smile and level head. 


New Look at Pipe Lines 


The recent National Petroleum 
Council meeting gave a good example 
of the value of government-industry 
consideration of a problem. The de- 
fense agencies, after taking a look at 
the peacetime movement of oil to the 
East Coast by tanker, and after re- 
membering what happened to tankers 
during World War II, reached the con- 
clusion that a “super-inch” pipe line 
system was needed to avert tragedy 
during the next war. 

But industry people brought up a 
point which the government “plan- 
ners” apparently had overlooked: The 
next war is apt to find the enemy send- 
ing planes after U. S. refineries in- 
stead of sending submarines searching 
the oceans for U. S. tankers. 

Therefore, they reasoned, it would 
be a head-in-the-sand attitude if the 
government were to encourage the 
building of a big pipe line with the 
idea that would solve the domestic oil 
problem in the next war. 


They also reminded the defense 
agencies that a strong peacetime oil 
industry is the best way of meeting 
the next war; and that to saddle the 
industry with an uneconomic pipe line 
could do nothing but weaken the in- 
dustry — particularly the transporta- 
tion segment of it. 

As a result of letting the industry 
express its views, the government was 
given a new look at the over-all 
problem. 


—NPN Washington Staff 
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Since Switching to 


RICHFIELD 


Our Gallonage 


JUMPED 50% 


Mr. David Sherer, President of 
the Sherer Oil Company, Johns- 
town, Pennsylvania, has been in 
the petroleum business for 20 
years. Mr. Sherer writes, “In 
1949, after thoroughly analyzing 
the marketing values of the 
major oil companies, I decided 
to become a Richfield Distribu- 
tor. Comparative figures show a 
50% increase in gallonage in my 
20 outlets since I switched to 
Richfield. We are very proud of 
this record and attribute a great 
deal of this success to your fine 
advertising program.” 


Strong advertising—top quality 
products are just two of the 
reasons why it pays to have a 
Richfield franchise. Why don’t 
you become an_ independent 
Richfield Distributor? It could 
easily be the most profitable 
switch you ever made. Phone or 
write us for the facts today. 


RICHFIELD 


OtlL CORPORATION 
OF NEW YORK 


SERVING THE EASTERN SEABOARD 
FROM MAINE THROUGH THE CAROLINAS 





Product Output Cuts Continue 


Crude oil throughput in U.S. 
refineries dropped again in the 
week ended Sept. 26 as refiners 
continued production cutbacks. 


While refinery output dropped, pri- 
mary stocks of distillate and residual 
fuel oils kept climbing. Distillate 
stocks reached an all-time high in the 
week ended Sept. 26, of 126,217,000 
bbl., the third straight week they have 
set a record (see summary below). 

Refinery runs dropped 112,000 b/d, 
but the amount of foreign crude oil 
included in U. S. runs rose to a new 
high of 730,000 b/d, a gain of 7,000 
b/d from the previous week. Produc- 
tion of all principal petroleum prod- 
ucts declined, except kerosine which 
rose 217,000 b/d. 

Gasoline stocks dropped 1,256,000 
bbl. and kerosine stocks fell 434,000 
bbl. in the week ended Sept. 26. 

A summary of the Bureau of Mines 
report on crude oil stocks in the U. S. 
shows that stocks rose 1,250,000 bbl. 
in the week ended Sept. 26, totaling 
284,665,000 bbl. 

October Demand—The Bureau of 
Mines estimates that total crude runs 
will average 7,130,000 b/d in October, 
with domestic crude demand at 6,550,- 
000 b/d. The October forecast in- 
cludes a total gasoline demand of 
114,500,000 bbl. and a gasoline yield 
of 44.8%. 

The report also said stocks of re- 
fined oil products in the U.S. amounted 
to 437,000,000 bbl. on Aug. 31, about 
46,000,000 bbl. higher than the same 
month last year. 


Imports of crude oil averaged 707,- 
000 b/d in June and 629,000 b/d in 
July, the report said. Latest estimates 
by importing companies indicate crude 
imports averaging 670,000 b/d in Au- 
gust, 650,000 b/d in September and 
640,000 b/d in October. 

Estimated imports of refined prod- 
ucts averaged 300,000 b/d in August, 
370,000 b/d in September and 400,- 
000 b/d in October. 


Imports Decline—Total U. S. im- 
ports of crude oil and products were 
down 225,000 b/d in the week ended 
Sept. 26, as compared with the previ- 
ous week, according to the American 
Petroleum Institute report. East of 
California imports dropped 205,500 
b/d, and California imports declined 
19,700 b/d. The breakdown of figures 
shows: 


U.S. Oil Imports 


Week Week 4 Weeks 
Ended Ended Ended 
Sept.26 Sept.19 Sept. 26 


(bbl. per day) 
East of California 
Crude Oil 489,800 
Residual 
fuel oil 
Distillate 
fuel oil 
Asphalt 
Others 


619,700 553,500 


293,600 347,500 306,100 


11,400 5,000 
23,000 
14,000 


6,600 
7,500 


8,900 5,700 





Total 


California 


Crude oil 
Others 


803,700 1,009,200 879,400 


59,300 79,000 100,100 





Total 


Total U.S. 
Imports 


59,300 79,000 100,100 


863,000 1,088,200 979,500 





Summary of API Report on Refining Operations 
(U. S. Totals—B. of M. Basis) 


Production 


Crude runs—daily avg. 
Foreign crude included 
Per cent operated 
Gasoline 

Kerosine . 

Distillate fuel oil 
Residual fuel oil 


Stocks 

Finished & unfinished gasoline 
Kerosine 

Distillate fuel oil 

Residual fuel oil 

* Revised. 


_ 51,936,000 


Week 
Ended 
Sept. 26 


Week Increase 
Ended or 
Sept. 19 Decrease 
(figures in bbl.) 
6,880,000 6,992,000 
730,000 
89.3 
23,916,000 
2,362,000 
9,757,000 
8,062,000 


112,000 
21,000 
1.4 

771,000 

217,000 
47,000 

467,000 


142,484,000 
36,924,000 
126,217,000 


143,740,000 
37,358,000 
126,189,000 
52,164,000 


1,256,000 
434,000 
28,000 
228,000 


A Bureau of Census statistical re- 
port shows imports of crude oil and 
products totaled 959,000 b/d in July, 
off 110,000 b/d from the June average 
of 1,069,000 b/d. July imports of 
crude oil alone fell 100,000 b/d from 
June to an average of 619,000 b/d, 
while residual imports dropped 29,000 


‘b/d to an average of 301,000 b/d. 


Allowables Dropping—Three states, 
one for the second time in a month, 
ordered cuts in crude oil production 
for October. Louisiana, which last 
week reduced the allowable by 19,697 
b/d, orderd a second cut which will 
drop production by about 75,000 b/d. 
The additional cut means all wells 
producing 30 b/d or over will drop 
back 10%. 


Kansas authorized a 10-day shut- 
down of all oil wells in the state except 
secondary recovery wells. This cuts 
the allowable by 105,000 b/d. Okla- 
homa is reducing its October allowable 
by about 70,000 b/d. The new pro- 
duction quota is 485,000 b/d. 


“Gas” Consumption by States— 
Gasoline consumption estimates for 
37 states and the District of Columbia 
are reported by the American Petrole- 
um Institute as follows (in thousands 
of gal.): 


% 
July 1953 July 1952 Change 
28,483 27,133 +5.0 
39,924 39,386 +14 
56,568 53,873 +5. 
56,382 56,597 —0.4 
12,512 11,100 +412.7 
17,860 16,779 +6.4 
90,370 83,821 +7.8 
84,073 79,424 +5.9 
23,958 23,191 +3.3 
229,655 216,365 +6.1 
136,945 127,558 +7.4 
98,608 99,943 —1.3 
89,802 83,345 +7.7 
61,316 58,492 +4.8 
59,223 55,051 +7.6 
29,668 28,619 +3.7 
62,289 59,458 +4.8 
221,429 198,760 +4114 
125,717 124,523 +1.0 
30,751 30,811 —0.2 
57,463 57,154 +0.5 
16,897 16,100 +5.0 
148,402 134,958 +410.0 
304,220 286,024 +6.4 
98,335 90,403 +8.8 
30,625 31,992 -4.3 
241,315 225,281 +7.1 
Oregon 58,415 58,190 +0.4 
Pennsylvania. 243,674 227,219 +7.2 
Rhode Island 18,656 17,540 46.4 
S. Carolina . 51,792 55,753 —7.1 
Tennessee 75,029 75,033 
Texas 382,907 326,488 
Vermont . 12,677 11,999 
Virginia 96,801 92,077 
Washington . 76,844 74,898 
W. Virginia .. 40,521 37,081 
Wyoming ... 19,127 18,224 


Arizona 
Arkansas 
Connecticut 
Colorado 
Delaware 
Dist. of Col.. 
Florida 
Georgia .... 
Idaho 

Illinois 
Indiana .. 
Iowa 

Kansas 
Kentucky .. 
Louisiana 
Maine 
Maryland 
Michigan ... 
Missouri 
Montana 
Nebraska .. 
New Hamp.. 
New Jersey. . 
New York 
N. Carolina. 
N. Dakota.. 


417.3 
45.7 
45.1 
42.6 
49.3 
+5.0 
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PROVIDES FREE AND EASY ACCESS TO 
ALL CARS, ALLOWS MORE JOBS PER DAY — MORE PROFIT PER JOB 


The Wayne Frame Hoist combines All these features :— 


“H” type superstructure provides maximum accessibility 
Designed for speed and convenience of operation 
Provides for easier housekeeping—safer, neater work bay 
Engineered as a compact unit for economical installation. 


CHECK THESE OUTSTANDING WAYNE FRAME HOIST 
DESIGN ADVANTAGES 


dv Multi-position, universal adapters recess into’ rail ends—an 
exclusive Wayne feature 


dv Wheels suspended, springs relaxed. Pressure areas relieved 
for lubrication 


dv Smooth, rounded rails prevent tire damage 
dv Easy access to lube points—intricate assemblies 
7 Floor smooth for handling wheeled lube equipment 


¢d Minimum floor space—50” x 71" x 2%” 


THE WAYNE PUMP COMPANY 


SALISBURY, MARYLAND 


5 
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PRICES 


National Petroleum News 


Oil Ready to Refute DJ Price 


Oil companies may soon be hearing the guns of the Justice 
Department—firing away again at oil marketing practices. 


The target this time probably will be alleged oil price fixing 


by “market leaders.” 


Many oil men aren’t afraid of the attack, and doubt it will get far. 


But others, agreeing that oil companies can prove competition, 
think the industry had better stand up to the DJ before oil is 
damaged once more in the public eye. 


On the desk of DJ Antitrust Chief 
Stanley Barnes this week is a new 
department memorandum, outlining 
action DJ might take to investigate oil 
prices. It is said to endorse strongly 
a look at tank wagon sales of gasoline. 
It is also reported to be very detailed, 
and to show how the oil “market lead- 
er” practice evolved. Mr. Barnes fa- 
vors going ahead with a suit, but has 
not had a “green light” from Attorney 
General Herbert Brownell. 

The Justice Department started 
pushing this project following the oil 
price increases this summer. Shortly 
after the increases, General Counsel 
Paul Hadlick, of National Oil Market- 
ers Assn., filed a complaint with DJ, 
charging that the price boosts showed 
clear-cut “collusion” among major oil 
companies. 

If DJ takes legal action now, it is 





lf Your NPN Is Late 


Difficulties growing out of the 
transfer of printing operations 
from Cleveland to Philadelphia 
delayed delivery of the Sept. 23 
and 30 issues of NATIONAL PE- . 
TROLEUM News to many sub- 
scribers. Corrective measures 
have been taken, and commenc- 
ing with the current issue, de- 
livery should be back on a nor- 
mal basis. If, however, your 
NPN is late in arriving, will you 
please notify us promptly by 
letter to 1213 West Third St., 
Cleveland 13, Ohio, so that we 
can take any necessary further 
action. Thank you. 











expected to charge an actual price fix- 
ing conspiracy—not that the market 
leader system is illegal in itself. 

Oil Opinion Split—Typical of the 
views of many oil men on the DJ 
threat is this comment by a prominent 
Midwest marketing executive: 

“Although the industry is bound to 
be concerned about recurring price in- 
vestigations, the present one is a 
tempest in a teapot caused by crude 
advances all of us know are needed, 
but all of us doubt will hold.” 

But an oil source in the East says 
the DJ action is “not just some more 
noise.” He reports some oil men are 
genuinely concerned and shocked at 
Mr. Brownell. 

The worry in the New York head- 
quarters of one major is that “the new 
group in DJ may be influenced by the 
economic thinking of the old group.” 
Says a company lawyer: 

“If the Justice Department and the 
Federal Trade Commission have a 
slanted view, they can take it and 
make it into a monstrous affair. If, on 
the other hand, they will inform them- 
selves on what the businessman faces 
up to, and the various oil companies’ 
positions in the markets, they'll begin 
to understand the things that have 
been questioned. They'll see that 
they’re normal.” 

A Wrong Slant—The oil lawyer 
finds it strange that DJ’s interest in 
price leadership should arise from the 
summer’s price increases. He points 
out that the company starting the 
crude price rise (Phillips) made one in 
1948, and “had to pull back.” He 
notes that when Phillips moved this 
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Charges 


time, it was followed, “and that's a 
company that hardly can be classed 
as a ‘leader.’” 

Turning to the East, the lawyer says 
“Socony-Vacuum has led more often 
than not in New York State and New 
England. It tried to raise prices shortly 
after the first of the year. But it wasn’t 
followed by all, and had to withdraw. 
It was a failure (as a price leader) in 
its own field. When Socony moved 
again in June, the other companies 
raised their prices, too—because they 
interpreted the economics the same 
way Socony did.” 

The lawyer concludes: “You've got 
to make a price. That problem will al- 
ways be before the industry if it sells. 
If you cut operations back to the re- 
finery, you'd be accused of price lead- 
ership at the refinery. If you try to 
change marketing practices to free 
yourself of recurring charges of ex- 
clusive dealing or price discrimination, 
you find that all solutions are difficult 
and would mean great changes. In the 
process, somebody would get hurt, and 
still nothing would be perfect.” 

Price Theory Blasted—Other major 
company men generally feel DJ would 
be off base in any market leader ap- 
proach. A representative of a major 
with general offices in New York 
asserts: 

“These people in Washington rea- 
son backwards when they spin out the 
price leader theory. They start with 
the assumption that nobody’s gotten 
together with anybody else to fix 
prices. There’s no collusion to start 
with. ‘But look,’ they say, ‘at ail this 
uniformity of price. When this com- 
pany went up, these other companies 
went up too. And all their prices were 
the same in the same areas. When that 
company went down, the others went 
down, too, by identical amounts. May- 
be they didn’t actually get together and 
decide on prices. But there must be 
some tacit agreement here — some- 
thing bad.’ So, these people conclude 
that price identity is a result of some- 
thing illegal.” 

Noting that one company “may lead 
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PRICES 


up or down because its costs have 
gone up or down,” the major’s repre- 
sentative says competitors “will match 
its price simply to avoid losing money 
or business,” not because of collusion. 

“We're like that,” he concludes. 
“Frankly, we're in business for one 
reason—to make money. What busi- 
ness isn’t? How long would the coun- 
try last if American businessmen 
weren't trying to make profits?” 

West Coast Reaction—Major com- 
pany men on the Pacific Coast are not 
alarmed by the DJ action. A major 
spokesman says, “We are not con- 
cerned over price investigations and 
the possibility that price leader prac- 
tices might be banned. The industry 
feels it can fully justify the recent up- 
ward price moves, and that there is no 
cause for grave concern. 


Another West Coast marketing ex- 
ecutive states that “if price leadership 
means uniformity of price, it doesn’t 
apply here. There is limited price lead- 
ership on general increases. But at 
wholesale and retail levels, the prices 
are all over the lot.” 

There’s No Conspiracy—Big com- 
pany men in all parts of the country 
say they have no fear DJ will find evi- 
dence of collusion — because there 
hasn’t been any. And they feel this 
will make any DJ suit harmless, ex- 
cept for the damage in possible head- 
line publicity. 

A Midwest marketer puts it this 
way: “I don’t believe the present De- 
partment of Justice can be intimidated 
into taking any false action against the 
oil industry. DJ won’t act unless it 
can come up with some concrete evi- 
dence of pricing agreements. And such 
evidence doesn’t exist.” 


Some smaller marketers have reser- 





Jobbers Are Calm 


Midwest jobbers generally see 
no serious threat to present mar- 
keting practices in a Justice 
Department investigation of oil 
pricing. 

Those contacted in a spot 
NPN survey believe the present 
DJ action is similar to unfair at- 
tacks on oil that have been made 
for many years. They say a DJ 
probe is pointless because it is 
easy to prove that oil prices are 
not out of line with other com- 
modities. And most of the job- 
bers feel the summer price 
boosts won't hold up much 
longer anyway—so the reason 
for a DJ attack will disappear. 

















vations on this point. A West Coast 
Independent says, “The majors have 
got the situation controlled to their 
liking, and the prices go the way they 
want them to go. As long as you play 
ball with them, you’re all right. But if 
you don’t, you find it awfully hard to 
get product at a price you can live 
with.” And a Southern California dis- 
tributor adds, “The majors play it real 
cozy.” 

However, the West Coast majors 
emphatically deny collusion. “They 
can investigate prices out here,” one 
executive says, “but they won’t find 
anything irregular.” 

Standing on Rights—More than at 
times in the past, oil appears ready to 
talk back to unfair charges. An East 
Coast major representative thinks no- 
body, including DJ, can make the 
price leader theory stand up in court 
“as long as Americans hang on to a 
traditional antitrust law concept that 
says: Have rules against evil-doing— 
but also freedom for business to com- 
pete—and competition will take care 
of the country.” 

And a Midwest executive sum- 
marizes the industry position by con- 
cluding: “I see no reason for changing 
our marketing practices or policies. 
We are a competitive industry, the 
most highly competitive in the coun- 
try. We are serving the public with 
high quality products at lower prices, 
comparably, than for other commodi- 
ties. Instead of thinking about chang- 
ing our marketing practices, we should 
be finding people with guts encugh to 
stand up and take pot shots at some 
of these people who have attacked us.” 


... in brief 


FTC Price View—Federal Trade Com- 
mission is reported ready to support 
a Justice Department action against 
oil companies if there is evidence of 
collusion. But FTC is now said to feel 
that price leadership itself should not 
be considered as “evidence” that col- 
lusion exists. 


Gulf Ups Commissions—Gulf Oil has 
made commission increases of 0.1% 
for Texas consignees “in some loca- 
tions on certain types of merchandise.” 
Gu!f is also examining the status of 
other consignees in Texas to see if in- 
creases may be justified, adding that 
location, cost of transportation and 
other factors would determine the 
amount of increases. This action fol- 
lowed increases reportedly made in 
Texas by Magnolia and The Texas Co. 


EXPANSION 


Pipe Lines and Storage 
Are Top PAD Objectives 


New goals for pipe lines and storage 
during 1954 and 1955 were stressed 
in the report the Petroleum Admin- 
istration for Defense gave on expan- 
sion objectives at the recent meeting 
of the National Petroleum Council. 

Deputy Administrator LaFortune 
said PAD is now aiming at laying of 
one million tons of pipe line annually 
(the equivalent of 7,250 miles of 16- 
inch pipe). The agency would also like 
to see construction of 75 million bbl. 
of oil tankage annually. 

The new goals for expansion will 
not require as high a construction rate 
as that set under the 18-month goals 
posted in April, 1952. But they would 
require construction at higher rates 
than have been accomplished so far. 

As for other aspects of oil expan- 
sion, Mr. LaFortune gave the follow- 
ing summary: 

Natural gas, liquids— There has 
been discussion of a goal for total 
production capacity of 1,280,000 b/d 
by January, 1956. 

Refining — Industry lags a little. 
PAD set a goal of 8,300,000 b/d of 
crude capacity by Jan. 1, 1954, but 
will have only 8,100,000. Things are 
looking up for future, though. Expan- 
sion will come within 100,000 b/d of 
hitting the 1955 goal of 8,500,000. 

Specialized products—Goal on ben- 
zene will be met easily. Goal on tolu- 
ene will be exceeded. Capacity for 
lube oils is satisfactory since capacity 
could be stretched by adjusting spe- 
cifications on some products for civil- 
ian use in case of emergency. 

Drilling—Economics is factor now 
determining drilling rates since the 
Controlled Material Plan has been 
ended. Studies indicate that at least 
48,500 wells will be completed in 
U. S. during 1953—new all-time high 
for the industry. 


_:. in brief 


Pan-Am Plans Hydroformer—Pan-Am 
Southern has awarded a contract for 
construction of a new hydroforming 
unit at Pan-Am’s Eldorado, Ark., re- 
finery designed to convert low-octane 
naphtha into a high-octane hydro- 
formate for blending into gasoline. 
Construction of the new unit will start 
in October and plans call for com- 
pletion next summer. 
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Apathy and Hard Times Are OWIU Worries 


e Concerned over layoffs, union men call for intensification of 
the movement to obtain stand-by, 36-hour work week clauses. 


e The CIO oil union diverts incoming receipts from their de- 
fense fund to field operations — reflecting concern over asserted 
threat of growing anti-unionism and apathy among members. 


e Members vote to continue establishing international oil fed- 
eration to prevent weakening of strikes in U.S. by importation of 


foreign oil. 


The convention of the Oil Workers 
International Union (CIO) opened in 
Denver, last week, against a backdrop 
of mounting petroleum stocks and re- 
finery cutbacks, 
which may affect 
employment. An- 
ticipating hard 
times, OWIU 
President O. A. 
Knight issued a 
grim _ warning 
that layoffs are 
taking place and 
that “conditions 
lead us to believe 
there will be a 
drop in employ- 
ment.” 

To ward off the threat of depres- 
sion, the union’s solution is to force 
“stand-by” clauses into their contracts 
with management which would re- 
duce the work week without a reduc- 
tion in pay. 

Move on Clauses— Last year, 
OWIU’s Policy Committee set up the 
stand-by clauses as an objective, but 
little was done about it during the last 
year. 

“It is imperative we give this a little 
leadership now,” declared Mr. Knight. 

Delegates unanimously adopted a 
resolution calling for intensification of 
the drive to obtain the stand-by 
clauses. 


O. A. Knight 


The resolution provides: 

1. That all bargaining groups 
should intensify their efforts to secure 
stand-by clauses. 


2. That the president be instructed 
to maintain a close watch on layoffs 
and to call a meeting of the Policy 
Committee if unemployment becomes 
widespread. 

3. That if widespread unemploy- 
ment comes, the Policy Committee 
recognize that a shorter work week 
can be accomplished only by an in- 
ternationally co-ordinated and manda- 
tory bargaining program. 


Apathy Among Members—Dele- 
gates were also told they face growing 
anti-union pressure today. Union Vice 
President B. J. Schafer said that Sin- 
clair is trying to split its national agree- 
ment with OWIU into several agree- 
ments. “At times it looks like they're 
carrying on a _ union-busting cam- 
paign,” he declared. “We’re also run- 
ning into the same thing elsewhere.” 


In a move to step up organizing ac- 
tivities and dispel the reported grow- 
ing indifference among union mem- 
bers, delegates voted to divert $13,000 
in incoming monthly revenue from 
the defense fund into operating reve- 
nue. The defense fund apparently 
won't be crippled as it has had a large 
surplus for several years. 


This action followed reports citing 
the need for OWIU to strengthen its 
internal organization in the face of a 
growing threat of anti-unionism. The 
new campaign aims to reach workers 
(1) who have become indifferent to 
the union, (2) who have turned from 
union to company supervisory per- 
sonnel for problem discussion and 
counsel or (3) who aren’t union mem- 
bers. 


CIO’s Targets—In the principal 
speech of the convention, CIO Presi- 
dent Walter Reuther said the two basic 
tasks of the CIO are: (1) job of com- 
pleting organizing and (2) unionizing 
the organized. 


Also commenting on the need for 
enthusiasm in the union, Secretary- 
Treasurer T. M. McCormick reported 
that indifference worried him because 
of the job the union Political Action 
Committee has to do to combat the 
Eisenhower Administration “which 
double-crossed Martin Durkin.” 


Organizing Abroad — President 
Knight told delegates that preliminary 
steps had already been taken by 
OWIU in a long-range program to or- 
ganize oil workers abroad. He said 
that a few major corporations control 
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oil activities overseas and charged that 
they exploit working people to the 
point of oppression. Conditions are 
especially bad in the Middle East, he 
said. 

The hope is that petroleum workers 
in the U. S. will also benefit from the 
unionizing in foreign countries. Oil 
union weakness abroad, it was feared, 
might make domestic unions vulner- 
able in time of strike threats. 


Strengthening Coalition — Mr. 
Knight said the OWIU is seeking to 
strengthen the coalition of the oil 
unions in the U. S. and reported, “We 
are on the brink of the greatest de- 
velopment we have ever seen in our 
union.” 

Some want to go farther than coali- 
tion, he declared. 

Joint efforts of the coalition, said 
Mr. Knight, resulted in wage increases 
in 1952 and 1953 which netted an 
estimated $249,500,000 in those two 
years for about 500,000 employes. 


Holding Off—-OWIU delegates de- 
cided to mark time on their attempt to 
broaden bargaining units until condi- 
tions become more favorable. Broader 
bargaining units, on a more or less 
company-wide basis are the goal. 

But the time for a drive in this di- 
rection did not seem ripe to union of- 
ficials at the OWIU convention. They 
believe that “industry” now has sub- 
stantial control of National Labor Re- 
lations Board thinking, and this rules 
out the best possible method of proce- 
dure — petitioning the NLRB for 
broader bargaining units. 

The only other course the unions 
might take—a strike—would be in 
violation of the Taft-Hartley Act, ac- 
cording to OWIU Counsel Lindsey 
Walden. Under Taft-Hartley, it is un- 
fair labor practice to refuse to bargain 
with the “appropriate unit” which is 
the NLRB classification of “plant-by- 
plant” units. 


Late Resolutions—As the conven- 
tion ended, several resolutions received 
rapid approval by the delegates. The 
two most important were: 


1. To rescind OWIU policy to ease 
up its organizing of small units in 
favor of concentrating on large groups. 

2. Instructed locals, staff and union 
officers to start working immediately 
on 1954 congressional races by getting 
all members to register and to collect 
campaign funds. 
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GOVERNMENT 


Government Discards 
Appeal in Tire Suit 


The Justice Department has decided 
not to ask the U. S. Supreme Court 
for a ruling on whether the District 
Court should hold a hearing on the 
validity of the Federal Trade Com- 
mission’s tire quantity discount rule. 


As a result, the case wiil go to the 
District Court for trial. Originally, the 
District Court had ruled that a suit 
brought by 20 tire manufacturers and 
distributors was premature. They had 
sought to have the ruling declared 
invalid. 


The U. S. Court of Appeals over- 
ruled this decision and directed that 
the District Court hear the case. The 
FTC and the Justice Department con- 
sidered appealing this decision to the 
Supreme Court, but changed their 
minds. 


The proposed FTC rule provides 
that discounts given on bulk tire sales 
shall not be greater than discount 
given on single freight carload lots— 
20,000 Ib. Previously, greater dis- 
counts could be given on larger orders 
if the discounts could be cost justified. 


Studies Under Way 
On PAD Successor 


The question of what kind of agen- 
cy will succeed Petroleum Adminis- 
tration for Defense is being studied 
by the National Petroleum Council. 

PAD’s defense role is nearly fin- 
ished and observers see the agency’s 
dissolution by June 30, 1954, or even 
as early as the end of the 1953 cal- 
endar year. 

NPC Chairman Walter S. Hallanan 
said that the council feels a successor 
agency is needed to provide “co- 
operative teamwork” between the oil 
industry and the government. He said 
that before the Interior Department's 
Oil and Gas Division was established, 
the petroleum industry had to deal 
with 47 government agencies. 

Mr. Hallanan said a committee 
would be appointed to make recom- 
mendations on a successor agency, and 
that it would report at the December 
NPC meeting. 

Meanwhile, Deputy PAD Joseph A. 
LaFortune told the NPC there was no 
answer yet as to how long PAD would 
be needed. 

The suspension of PAD Order No. 
3, prohibiting the use of alkylates in 
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automotive gasoline, will allow PAD 
to find out if the military can obtain 
enough avgas under the temporary 
lifting of the crder. Order No. 3 is 
the last of the agency’s defense orders. 
If the avgas supply is sufficient, PAD’s 
function will be ended, and officials 
said they would be ready to recom- 
mend closing of the agency. 


U.S. Probes Jobbers 
In Two More States 


Jobbers in Illinois and Pennsylvania 
came under the scrutiny of the Labor 
Department last week for violations of 
the Fair Labor Standards Act. 

Otis Ellis, general counsel for the 
National Oil Jobbers Council, reported 
that he did not know whether the 
investigations resulted from “activities 
initiated by field representatives” or 
were “provoked by the Washington 
office.” Under any circumstances, he 
feels, this is an indication that jobbers 
in Texas do not have a monopoly on 
the “unwelcome attentions of labor 
representatives.” 

“The jobber faces trouble,” said Mr. 
Ellis, as long as the Labor Department 
insists on current interpretations of 
the term “interstate commerce.” He 
believes the only “complete relief” 
would be legislation. He asked, how- 
ever, for information on any such 
incidents. 

Mr. Ellis feels it was unfortunate 
that all of the states represented in 
NOIC failed to support efforts to re- 
lieve the situation while the Texas job- 
bers were being used as “guinea pigs.” 
He adds that “perhaps there will be 
more uniformity of active support” 
now that the Labor Department activ- 
ity apparently is spreading. 


... in brief 


‘Cartel’ Tie-in Cited—The “interna- 
tional oil cartel” case could not be 
justified if the “international com- 
pany” idea is found to be the solution 
to the Iranian oil problem. The “inter- 
national company” idea set up a firm 
to operate both in Iran and to market 
its oil to “the big companies,” accord- 
ing to a government source. Petroleum 
and antitrust experts agreed this week 
that if the company idea went through, 
the government would be in the con- 
tradictory position of urging U. S. 
companies to conduct the same type of 


operation for which they are now be- 
ing prosecuted. 


Oil on Television—Oil may have a part 
in a television debate Oct. 11, on the 
subject, “Do Present Antitrust Laws 
Protect Small Business?” Senator 
Sparkman (D., Ala.) who forced pub- 
lication of the Federal Trade Commis- 
sion report on the alleged “interna- 
tional oil cartel,” will participate. Ed- 
ward F. Howrey, FTC chairman, Rep. 
Hill (R., Colo.) of the Small Business 
Committee, and Col. Harry A. Toul- 
min, Dayton, Ohio, antitrust attorney, 
will also be panel members. 


Trade Order Probe Seen—Periodic 
investigations may be made to deter- 
mine whether companies are comply- 
ing with orders issued against them 
by the Federal Trade Commission, 
FTC Chairman Edward F. Howrey 
revealed. Howrey said that currently 
the FTC merely requires a compliance 
report within 60 days after the order 
is issued and makes no further check. 
He said he had appointed a committee 
to make a survey and to make recom- 
mendations for improved compliance 
procedures. In addition, Howrey said, 
a committee would study past anti- 
monopoly orders to see if they were 
still adequate or whether changed con- 
ditions called for changed orders. 


West Coast Case Postponed—Hear- 
ings on the West Coast “squeeze out” 
complaints have been postponed by 
the Senate Small Business Committee, 
probably until November. The hear- 
ings were originally scheduled to begin 
during the first 10 days of October. 


Depletion Allowance—A request that 
present oil percentage depletion allow- 
ances be kept in force has been sent 
to Treasury Secretary George Humph- 
rey in a letter written by Harry Huber, 
president of the Louisiana Oil Mar- 
keters Assn. The letter was prompted 
by a request that revision of the allow- 
ance be considered, recently voiced by 
Paul E. Hadlick, general counsel of 
the National Oil Marketers Assn. 
Huber said his members (jobbers, 
commission agents and other whole- 
salers) believe, “living here in the 
oil country,” that elimination of “this 
incentive to new discoveries would be 
disastrous to the industry, as well as 
to thousands of businesses and indi- 
viduals.” 
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FUELS 


PAD Suspends Order 
Banning Alkylate Use 


Petroleum Administration for De- 
fense this week suspended Order No. 
3 prohibiting use of alkylates in auto- 
motive gasoline for three months, thus 
opening the way for refiners to boost 
their gasoline’s octane number through 
the use of these components. 

An extension of the suspension— 
now in effect from Oct. 1 through 
Dec. 31—will depend upon the indus- 
try’s response to new bids the military 
will submit on avgas requirements for 
the first half of 1954. 


PAD will keep a close check on 
the effect of the suspension regarding 
avgas supplies. But it indicated that 
a recent survey of alkylate facilities 
revealed a larger potential than had 
been expected. 

The agency said the suspension re- 
sulted from two factors: 

1. Avgas production has been great- 
er than was anticipated. 

2. A steel plate shortage has slowed 
storage expansion and prevented the 
military from taking more avgas al- 
though its needs have been covered. 

The lack of storage has prompted 
the Armed Services Petroleum Pur- 
chasing Agency to push the search 
from leased storage and to ask refiners 
to stock up on avgas now to meet 
increased needs for the first half of 
1954. 


Jenney to Market 
Additive Gasoline 


Another new gasoline additive, DC 
(deposit control), is being put on the 
market by the Jenney Manufacturing 
Co., an Independent New England 
marketer. It is being offered in both 
its regular and premium-grade gaso- 
lines at no extra cost. 

Jenney is emphasizing regular-grade 
gasoline in its introductory promotion 
which includes newspaper ads and 
special point-of-sale promotion, radio 
and television programs. The company 
claims the engine deposit control ad- 
ditive makes for greater power, mile- 
age and engine efficiency by over- 
coming “pre-ignition knock and ping;” 
by preventing short circuits in spark 
plugs, and by boosting compression 
up to 20 Ib. per cylinder. 

A vice president of Jenney Manu- 
facturing, K. T. Howe, says that gaso- 
line additives are an old story to his 
company. He says the company has 
blended them into its gasolines at its 


Chelsea, Mass., tanker terminal for 
some 16 years. 


The company has about 650 gaso- 
line outlets in southern Maine and 
New Hampshire, most of Massachu- 
setts and Rhode Island. One of the 
company aims, says Mr. Howe, has 
been to stay “at the top” on antiknock 
ratings for both grades of gasolines in 
its marketing area; and, in particular, 
to have the highest regular-grade rating 
in Boston. 


Cities Service Promotes 


New Premium Gasoline 


Cities Service has released its new 
“5-D extra premium motor fuel” 
throughout its eastern marketing ter- 
ritory from Maine to Virginia and 
plans to make it available in other 
areas as quickly as possible. 

Company-operated stations will in- 
crease the posted premium price 1¢ 
per gal. and Cities Service says it will 
recommend that dealers make a sim- 
ilar price boost. 

One of the most intensive advertis- 
ing and promotion campaigns under- 
taken by Cities Service is heralding 
the new fuel, including space in more 
than 400 newspapers, TV, radio and 
billboards. Material for dealers repre- 
sents the “most extensive station pro- 
motion campaign in Cities Service 
advertising history,” says the com- 
pany. 

The theme is: “We challenge your 
car to knock with Cities Service new 
5-D Premium.” 

Cities Service claims the new 
premium: (1) improves automotive 
operation due to high octane, (2) gives 
a new high standard in engine clean- 
liness through its ability to reduce 
harmful carbon deposits, (3) prevents 
rust, (4) has an anti-oxidant lubricant 
that protects upper cylinders, top 
rings and valve stems, and (5) pre- 
vents stalling. 


... in brief 


Start Alkylate Production — Sunray 
Oil Corp. has started production of 
1,500 b/d of alkylates at its Sunray 
Village refinery, at Duncan, Okla. 
Start-up of this alkylation unit, said 
Sunray, was almost simultaneous with 
the request of the Petroleum Admin- 
istration for Defense: that the nation’s 
oil refiners increase the production of 
this vital fuel as an increasing supply 
is needed by the armed services. 
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MERCHANDISING 


Sinclair Tells Jobbers 


How to Train Dealers 


A new training program designed to 
help dealers was described to Sinclair 
executives in New York recently by 
V. L. Brophy, assistant manager of 
Sinclair’s market development. Called 
the Sinclair Retail Selling Plan, it is 
designed to show Sinclair sales repre- 
sentatives and distributors what to tell 
dealers in order to make more profit 
with better service. 


The course starts this month and 
will extend through the remainder of 
1953 and possibly all of 1954. Each 
section will be presented to Sinclair 
sales representatives and distributors 
at approximately 60-day intervals. 

The course is built around six main 
sections titled “Management for Prof- 
it,” “Stock,” “Equipment,” “Revenue 
Services,” “Sales Exposure” and “Sell- 
ing.” It will encompass all phases of 
successful service station marketing in 
a practical, down-to-earth approach to 
the dealer’s problems. 

The first section, “Management for 
Profit,” kicks off at Rocky Mountain 
District headquarters in Denver this 
month, with Mr. Brophy; Wm. R. 
Kelly, sales promotion manager; and 
E. W. Isom, Jr., in charge of retail 
training, making the initial presenta- 
tion. 


CREDIT 


New Credit Card Invoice 


Being Adopted by Sohio 


Standard Oil Co. (Ohio) is switch- 
ing over to a new type of credit card 
invoice Oct. 1, which is unlike any 
others now in use. 

New forms will be made up in 
books and will normally be kept at 
stations, although customers may 
carry books with them if desired. 
Only the original and one carbon is 
required under the new system, and 
dealers need only write in the cus- 
tomer’s name and card number. 

The original is a key punch tab- 
ulator card which will permit ac- 
counting department processing. The 
sale will be recorded on microfilm and 
the original returned to the customer 
with the billing. 
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10-second demonstration proves 


ARMSTRONGS 0 











Nationally advertised in Look, Time, Sat. Eve. Post, 
Farm Magazines, Radio, Newspapers, Television! 


Biggest Advertising Support in Armstrong History! 


When you sell and feature Armstrong Tires— you're riding with 
the greatest profit combination of all! Look what Armstrong — 
and only Armstrong —gives you! 


Tremendous advertising support—in national magazines, local 
newspapers, radio, television! Merchandising, direct mail, sales 
promotion helps that sell! And a dramatic 10-second demonstra- 
tion of tire safety that’s selling tires as no other demonstration 
bas ever done before! 


‘ae TA The A Ls. 


... And above all, a superb safety tire — with safety features 
unmatched by any other tire on the road—with profit oppor- 
tunities unmatched by any other tire in the industry! See your 
Armstrong distributor today! 
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this revolutionary safety principle! 


OF PREVENTION’! 


HOW TO SELL YOUR CUSTOMERS THE 
GREATEST SKID PROTECTION IN HISTORY! 


1. Armstrong dealers everywhere are making sales in 
just 10 seconds—with the most dramatic and con- 
vincing 10-second demonstration of tire safety ever 
seen! Remember . . . 9 out of 10 tire failure accidents a” 
are caused mot by blowouts, but by skidding! And gta. tie 
these special demonstrator “Ounce of Prevention” LE a. 
discs — supplied by your Armstrong distributor — 1 ine 
prove to your customers that Armstrong’s patented Ba " 
tread gives far greater skid protection than any 
ordinary tire! Here’s how . . . 











When you feature Armstrong Tires, you simply show 
your customers that with competitive tires, braking 
or cornering tends to compress tread ribs into a dan- 
gerously smooth, slippery surface . . . like the edges 
of your customer’s own diners when be makes a fist! 
Tread edges lose their vital grip on the road . . . for 
there’s nothing to keep them apart —nothing to keep 
them gripping the road surface! Your customer sees 
in a moment—that’s why be skids! 








But when you place these Armstrong “Ounce of 
Prevention” discs between his fingers—instantly, he 
realizes that with Armstrong’s revolutionary safety 
discs, braking or cornering can’t cause tread ribs to 
compress! For no matter how he squeezes, bis own 
fingers can’t come togetber! And when you point 
out the actual “Ounce of Prevention” discs between 
ribs on a display tire—show how they correspond to 
the discs between his own fingers in keeping gripping 
edges apart — Mister, be’s sold on Armstrong ! 








* Patent applied for 


ARMSTRONG 
PREMIUM 4 TIRES 


FULL 3-YEAR UNCONDITIONAL ROAD HAZARD GUARANTEE 
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Texas Butane Dealers 
Want Safety Rules Now 


About 100 members of the Texas 
Butane Dealers Assn. converged on 
Austin last week to back their request 
for state-imposed safety rules for 
liquefied-petroleum gas service sta- 
tions. They urged the Texas Railroad 
Commission to prescribe safety regu- 
lations immediately without waiting 
for standards to be recommended by 
the National Fire Protection Bureau. 


The dealers were in general agree- 
ment on the proposed lengthy and 
technical set of rules and regulations. 
Texas Insurance Advisory Assn., how- 
ever, filed exceptions to the testimony 
of the butane dealers and urged the 
commission to wait for the NFPB’s 
standards. 

Previously the commission had pre- 
scribed rules governing bulk stations. 

Trailer Tanks—The dealers also 
discussed proposed regulations to pro- 
vide safety features which might be 
built into butane trailer tanks used by 





ind 
i) 


POSITIVE 
SELF-PRIMING 


start without priming... 
run without venting 


Here’s job-versatility seldom 
found in a centrifugal pump. 
Whether for a small tank truck 
or a large bulk plant installation 
the Gilbarco Roto-Prime 
performs smoothly and efficiently 
without manual priming or 
venting. Positive and automatic 
self-priming permits 
multiple-service use in bulk plant 
stripping, transferring and 
loading . . . and savings of 
30-50% in pump equipment costs. 
And Roto-Prime’s trouble-free 
operation is ideal for multi-island 
service stations where speed 

and high gallonage set rugged 
standards. 


Gilbarco Roto-Prime pumps are 
available in capacities ranging 
from 50 to 550 GPM ... for 
electric motor, gasoline engine, 
V-belt, chain, hydraulic or similar 
drives. WRITE FOR LITERATURE 
AND FULL INFORMATION. 


ROTO-PRIME 
PUMPS 


Gilbert & Barker Mfg. Co. 
West Springfield, Mass. 





farmers and ranchers to transport fuel 
used on their own properties. 

Among LP-gas service station regu- 
lations proposed were the minimum 
safe distances bulk tanks must be lo- 
cated from property lines or nearest 
buildings. They ranged from 10 feet 
on 500-gal. tanks to 50 feet on 30,000- 
gal. tanks. 


Other proposed safety measures 
would require excess flow or check 
valves, so flow of gas would be cut 
automatically should a hose or filler 
line break; dispensing units, such as 
pumps, be located an adequate dis- 
tance from property lines or buildings; 
and filler hose designed to meet a 
bursting pressure of 1,250 psi. 


FINANCIAL 


Phillips Joins Ranks 
Of Billion-Dollar Firms 


Phillips Petroleum of Bartlesville, 
Okla., has become the 30th corpora- 
tion in U. S. industry with total assets 
exceeding $1 billion. 

The company’s 36-year stretch to 
the billion dollar level is the shortest 
time required by any oil company not 
having predecessor companies with 
large integrated operations, said K. S. 
Adams, board chairman and chief 
executive officer. 

Next to the youngest of the 20 
major U. S. oil companies, Phillips 
has grown faster than any of them 
and faster than any other billion-dol- 
lar company in the last 10 years, 
when its assets increased nearly four- 
fold, said Mr. Adams. In the past five 
years alone, he added, the company 
has more than doubled its size. 

Bearing out his viewpoint, says the 
company, is the fact that Phillips is 
the leading producer of natural gas 
and is generally acknowledged to own 
the largest natural gas reserves of any 
company. It is the leading producer- 
marketer of LP-gas, and leads in the 
production of natural gasoline and 
furnace carbon blacks manufactured 
from oil. 

Phillips gross and net incomes for 
1952 were more than five times 
greater than in 1942, the company 
adds. Per share earnings rose from 
$1.48 to $5.17, while its current divi- 
dend rate of $2.60 compares with $1 
in 1942, both adjusted for a 1951 
two-for-one stock split. 


Phillips today operates seven re- 
fineries which can process 250,000 
b/d of crude oil. Phillips 66 products 
for motorists are marketed through 
16,500 outlets in 29 states. 
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New electric hose reel 


with 
automatic 
clutch 


assures 
safe 


rewinding 


The safety of hand winding and the 
convenience of electric winding 
have been combined in this newest 
hose reel developed by Philadelphia 
Valve Company. 

A push button operates the elec- 
tric motor through a relay and also 
energizes a solenoid, which engages 
the mechanical clutch automatically. 


Releasing the button not only stops 
the motor but also disengages the 
clutch. If the electrical relay freezes 
(which sometimes happens because 
of the heavy current required by 
the motor), the mechanical clutch 
will still disengage, and the reel will 
stop rewinding even though the 
motor continues to run. This fs an 


PHILADELPHIA VALVE COMPANY 


3413 ARAMINGO 


AVENUE, 


PHILADELPHIA 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California 
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important safety feature in a reel. 

This new reel incorporates the 
famous easy-turning swing joint 
that lasts indefinitely and will not 
leak, even after 1’ million turns. 
It can also be crank operated from 
the side or the rear. Six ball bear- 
ings are mounted outside the drum 
—liquid never touches them. It is of 
steel, malleable iron or brass 
throughout—no cast iron is used. 
It is a lightweight reel, yet the con- 
struction is rugged. The motor has 
oilless bearings. 

Many models are available for 
bucket box or side box installation. 
Delivery within a week is usual. 
Write us before you have tank 
trucks built or refitted. We will send 
detailed information on these ad- 
vanced design hose reels, and our 
complete line of truck tank couplers, 


valves and fittings. 





TRANSPORTATION 


Oil Men Cool to Pipe Line Plan 


The proposed “super-inch” 
pipe line to the East Coast re- 
ceived vociferous opposition 
from oil men attending the meet- 
ing of the National Petroleum 
Council, last week. 


ance” was expressed by the Petroleum 
Administration for Defense’s Deputy 
Administrator Joseph A. LaFortune. 

But oil men received PAD’s offers 
of generous government assistance on 
the pipe line with a deaf ear, and said 


it would have a disturbing effect on 
the health of the entire oil industry. 
The need for a super-inch pipe line 


The government’s desire for the 
pipe line as “wartime supply insur- 





Most car manu- 
facturers use 
“Tund-Sol (amps 
for medianal. 
equipment 


And those boxe 
KVOW /amps. 


It's a fact that most car 
manufacturers—after terrific 
testing—choose Tung=-Sol lamps 
for original equipment. What 
better endorsement can you ask— 
choose Tung=-Sol for REPLACEMENT. 


AUTO LAMPS 
SIGNAL FLASHERS 


TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 
Sales Offices: Atlanto, Chicago, Columbus, Culver City (Los Angeles), Dallos, Denver, Detroit, Newark, Philadelphia, Seattle 


TUNG-SOL mokes All-Gloss Sealed Beam Lamps, Miniature Lamps, Signo! Flashers, Picture Tubes, Radio, TV ond 
Speciol Purpose Electron Tubes and Semiconductor Products. 
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to supply the East with crude and 
products in wartime has been dis- 
cussed for several weeks. But the gov- 
ernment, which does not want to build 
the line itself, waited until last week's 
meeting of the National Petroleum 
Council to ask the oil industry to 
build it. 


Mr. LaFortune said the government 
would like to see the oil industry pro- 
vide a 940,000 b/d crude pipe line 
system to the East Coast that could 
deliver 540,000 b/d from Texas and 
400,000 b/d from the Midwest. 


Mr. LaFortune conceded that the 
project might not be considered com- 
mercially attractive under current 
peacetime conditions. But he said spe- 
cial incentives would be. provided, in- 
cluding rapid tax amortization and the 
“possible” underwriting of maintain- 
ing part of capacity in standby. 


Crude Line Sought—A crude oil 
line rather than a products line seems 
to be favored by the government at 
this time. The feeling is that this would 
maintain maximum operation of the 
country’s refining capacity if sub- 
marines should cut the supply of crude 
coming to East Coast refineries from 
Venezuela and the Middle East. 


One oil group brushed this conten- 
tion aside at the NPC meeting, saying 
that refineries, not tankers, would 
probably be the principal target of 
enemy attack in the next war. And 
that building of “surplus” transporta- 
tion facilities would not help meet 
that problem. 


The strong opposition to the pro- 
posed pipe line brought speculation by 
observers that the project would be 
Virtually shelved. 

This will come as a disappointment 
to government circles that think as one 
official was quoted recently: That the 
pipe line should be built as soon as 
possible to avoid delay attending con- 
struction during wartime because of 
competition for materials and man- 
power. 

PAD is reported to be informing 
Defense Mobilizer Arthur S. Flem- 
ming of the oil industry opposition. 
Flemming had previously written In- 
terior Secretary McKay asking that 
proposal of a 1,000,000-b/d crude oil 
line to East Coast be “actively ex- 
plored” by PAD with industry to see 
what could be done to promote con- 
struction. Observers are now inclined 
to feel that if pipe line is to be built, 
the government will probably have to 
bear the brunt of financing it. Thus, 
the next move is apparently up to the 
Office of Defense Mobilization. 
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STATIONS 


HIGH SPEED HIGHWAY stations require special treatment so the motorist can get in and out safely. This Esso station was 
planned in conjunction with an extensive new tourist court built by the Tourinn company at Allentown, Pa. 


‘Look Before Leaping for Station Site 


By Merrill O’Brien, NPN Staff Writer 


The high cost of building and land is making the selection of 
station sites a bigger management problem than ever. 


Mistakes can hurt even large oil companies. And the smaller 
marketer can lose his shirt—and pants, too—if he doesn’t heed the 
basic rules of making sure a station site has a good business potential. 


“With the greater sums of money 
involved today, either in owning or 
renting a station, the location of retail 
outlets cannot be done in a casual or 
haphazard manner,” one East Coast 
marketer says. 

“Each station,” he emphasizes, 
“must prove it can make a profit by 
itself.” 


Plot Business Potential—A number 


of companies chart an entire city be- 
fore considering a station site. Differ- 
ent types of neighborhoods—commer- 
cial, industrial, residential—are rated 
poor, medium or good. And the infor- 
mation is recorded in various colors 
on a map. 


Principal traffic arteries as well as 
any projected highway and street 
changes are marked. Every existing 
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service station and potential location 
is shown and numbered. Then an in- 
dex is made of the stations in the 
area. This gives brand of gasoline, 
kind of facilities and equipment, 
whether fee or leased, ownership, size 
of property, restrictions, taxes and 
assessments. 

If a station is leased by a competitor, 
the terms of the lease are obtained, if 
possible. Figures also are sought on 
the actual or estimated gasoline gal- 
lonage, and lubricant sales. 

After this knowledge is at hand, lo- 
cations are sifted out to determine 
which ones can be acquired immedi- 
ately. 

Leading marketers agree there are 
four principal factors to consider .in 
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STATIONS 


THE NEW STATION was built with a wide driveway that extended to edge of shopping center parking lot 


choosing a site for a new station. 
These are: 
—Trading area. 
—Traffic flow and conditions. 
—Visibility. 
—Accessibility. 


Trading Area 


In considering the trading area the 
following points are analyzed: 

Quality—Is the site in a community 
that is growing or on the downgrade? 
Is the area modern or old? 

Development—lIs the area sparsely 
settled or built up? Does it consist 
mainly of single or multiple residences? 
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Is the commercial area a stable one? 


Economic Level—How many cars 
are garaged within the area? Will the 
people there be more interested in cut 
rate and second hand merchandise 
than in quality and service? 


The Cover Photos 


The top picture on the cover 
shows the spot pinpointed by 
Socony-Vacuum for a new serv- 
ice station in a growing resi- 
dential section of Tonawanda, 
N.Y. The lower picture shows 
the completed station. 


If the trading area seems to be 
prosperous and growing, the pros- 
pective station site has passed the first 
test. 


Traffic Flow 


In determining traffic flow, a traffic 
count is only the beginning. 

“Always remember,” one marketer 
says, “there are two kinds of traffic— 
buy and bye. The difference determines 
whether a service station will succeed 
or fail.” 

Too much traffic can be as bad for 
a station’s business as too little. A 
motorist thinks twice before pulling 
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Stop costly 





Here’s how Santolene H helps you: 


@ ELIMINATES FOGGING caused by formation or 
stabilization of fuel oil-water emulsions, since 
it has a nonmetallic base. 


@ KEEPS FUEL OIL SLUDGE AND SEDIMENT LOW 
by inhibiting progressive polymerization of 
unstable elements initially present in oil. 


screen clogging 





@ REDUCES DEPOSITION of sludge and sediment 
on burner parts by means of a unique surface 
action. 


@ INHIBITS RUST and eliminates nearly all en- 
trained rust at fuel oil burner. 


Santolene: Reg.U.S8. Pat. Off. 





SANTOLENE H BiiGngnwe 


FOR MORE INFORMATION send for Technical Bulletin O-87. CHEMICALS ~ PLASTICS 
MONSANTO CHEMICAL COMPANY, Organic Chemicals 


Division, 800 North Twelfth Blud., St. Louis 1, Missouri. 
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TOTHE TOP 


0. A. STRANAMAN Peceoent 
STRANANAN. Tre aevee® 


CHAMPION SpaRK PLUG CoMPANY 


——— 


October 1, 1953 


Dear Champion Dealer: 


ANNOUNCING— 
THE CHAMPION NOZZLE GRIP GUARD 


—————— 
(Pat. applied for) 








A tremendous customer good will builder for 
every Champion Service Station Dealer. 
Here is what it does for you: 


A. It protects your customer s Car against 
and nicks. 


B. Made of gas-resistant plastic, it prevents haz- 
ardous friction sparks. 


c.. Reminds the attendant of the constant sales 
potential for Champion. 


D. Reminds the customer that you stock Champions. 


ALL THIS ADDS UP TO BETTER CUSTOMER 


a 


RELATIONS, MORE SALES, BIGGER PROFITS 


FOR YOU. wv, 
Yours truly, ss & 
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' 


IN THE 
NATION 


YOU WILL BUILD more customer goodwill by 
providing this greatly appreciated protection! 


AVAILABLE ONLY FROM CHAMPION. 


Now obtainable for %” nozzles only—1” 
nozzle size after November Ist. Cash with 
order at the sensational low price of $1.00 
for package of (4) four. 


| Champion Spark Plug Company, Box 718-NP, Toledo 1, Ohio 


Gentlemen: Enclosed herewith $ for sets of four (4) each, Champion Nozzle Grip Guard, 
| to be shipped postpaid as follows: 


Name Address 
_| City Zone 
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STATIONS 





fee A. 


SCALE LAYOUT of the actual station helps tailor it to a particular site 


out of a lane that is difficult to re-enter. 


Traffic Pegged Down—Many mar- 
keters study the speed of the traffic. 
They determine whether most of it 
consists of cars or trucks. And they 
want to know whether it came from 
the neighborhood or from a long dis- 
tance. These facts provide a basis for 
studying the type of trade a new sta- 
tion might expect, and whether or not 
it is likely to stop for service. 

An attempt also is made to evalu- 
ate the effect of traffic signals, stop 


signs, divider strips, one-way streets, 
piling up of traffic, peak periods, which 
way most cars turn at a corner, and 
possible changes in streets (such as 
relocation, widening, etc.). 


Visibility and Accessibility 
While visibility is always important, 
it is not as vital for city locations as 
on a high-speed highway where motor- 
ists must have time to slow down 
gradually. 
In town, the distance to the nearest 


buildings and setback restrictions 
should be determined. This is particu- 
larly important when considering a 
center-of-block location. 

Three companies contacted by NPN 
say they prefer corner sites to inside 
lots. A fourth says center-of-block 
sites sometimes have advantages over 
corner locations. The latter is the case 
especially where there are stop-and-go 
signals and traffic pile-ups. All agreed 
inside lots must have greater frontage 
for visibility. 

“The multi- pump development 
taught us the value of easily accessible, 
attractive looking lots,” according to 
one major company. 

Warning—Beware of factors that 
can adversely affect visibility and ac- 
cessibility, marketing men say. These 
include: signs, trees, viaducts, bridges, 
and railroad crossings. Hills also can 
be troublesome because they make for 
inaccessibility. Besides, they create a 
mental block in the minds of some 
motorists. 

“The biggest single factor any motor- 
ist wants is convenience,” a marketer 
emphasizes, adding “the Dupont sur- 
vey proved this.” Ease of entrance 
and exit at a station is very important. 

Relation to the Road—Marketers 
generally are unenthusiastic about sites 
on or near a curve in a road. One 
points out that the radius of the curve 
should be studied carefully to deter- 
mine how far a station can be seen. 
Another declares the accident hazard 
of a curve makes it difficult to have a 
successful station located there. 

Sites on islands located at a fork 
in a road have excellent visibility and 
accessibility, most marketers agree. 
But these sites are avoided because 
utility generally is poor. 

If the lot is a long, narrow wedge, 


SHOPPING CENTER location keeps this Pittsburgh station operating at high volume 


28 
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Pumps (a 


(sales appeal) 














Stations do better 


a 


with DULUX| 


REG. U.S. PAT. OFF. 





Good appearance is good business. With 
women especially, a colorful, inviting sta- 
tion can make the difference between gain- 
ing or losing a sale. Men, too, appreciate 
the look of good management that only 
bright, well-groomed pumps and buildings 
can give. 


More and more station operators today 
are using Du Pont DULUX Enamel to 
create this good impression. They know 
that DULUX colors keep their high gloss 
for months . . . stand up wonderfully to 
hard knocks and rough weather . . . sparkle 
anew after every wipe-down. And durable 
DULUX resists oil and gas spillage . . . 
pays off in far lighter maintenance prob- 
lems and costs. 


With over 187,000 service stations com- 
peting throughout the country, you owe 
your station the eye-catching appearance 
that leads to more and bigger sales. You 
can have it with Du Pont DULUX! 











REG. U. 5. PAT. OFF 
BETTER THINGS FOR BETTER LIVING..'. THROUGH CHEMISTRY 


DULUX enamel 


REG. U. S. PAT. OFF. 





CVEMICALLY ENGINEERED TO DO THE JOB BETTER ne 


BUSINESS GROWS 
WHERE 
DULUX Goés 
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Little boy with a BIG message 


.-- for millions of motorists! 








FOR YOUR FALL CHANGE 
--- S€@ my dad ! 


Texaco Dealer. Seehim soon — When check 
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your battery, tires lights, fan 
belt. heakic fluid, spark : " 
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TEXACO DEALERS 
} V te il drain and tell your radiator — put in 


in all 48 States 
: he perma 
Texaco PT, ¢ 
” count of 7 din 
the correct ies that Mays PuT all winte 
nent type # 


arts 
t supenor Texaco hubrica 
fur get su 

son will a 


A 
lubricate the chases with cron 
Vx u on t cushiony feeling that lasts 
hai 
ww pve you 


Teaace Products ere give distributed in 
Conade ond Latin Americe 


wi 


on 7x) 


‘ é 
Thi 


a 


NATIONAL PETROLEUM NEWS * October 7, 1953 





STATIONS 


BUSY TRAFFIC during evening at residential center continues station’s heavy daytime business 


a long frontage is required to accom- 
modate the desired number of pump 
islands. Servicing also is difficult since 
islands must be situated far from the 
station building. An equilateral shaped 
wedge-type lot is preferable. 

Physical Characteristics—Site selec- 
tion requires consideration of the 
physical characteristics of the lot. Is 
it large enough for future expansion? 
Or for a possibie street widening 
project? 

Are the soil conditions good, or is 
there rock and earth that must be 
removed? Is fill required? Is there 
swampy subsoil requiring stabilization? 
Will the terrain allow good drainage? 

The Best Sites—Consensus is that 
the ideal site for a station is one on 
the fringe of a shopping center and 
as close to a good residential area as 
zoning laws permit. It should be lo- 


cated on streets with heavy residential 
and substantial local transient busi- 
ness, with limited competition. 

Locations in the middle of shopping 
centers often have the problem of 
traffic congestion. 

One marketer says a site on the 
right hand side entering a town is a 
consistently good outlet location. It is 
out of downtown traffic congestion, 
and can draw customers from the 
neighborhood as well as the through 
traffic. 


Industrial Location—As for indus- 
trial locations, one marketer remarks: 
“You're better off to forget the whole 
thing. When the whistle blows they’re 
gone.” 

Another says his company does not 
build or take long term leases on in- 
dustrial sites because of the possibility 
of layoffs at plants. 
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A third says he avoids industrial 
locations because “People’s buying 
preferences are near their homes.” 


Downtown Sites—The best down- 
town location for a service station is 
described as one at the intersection of 
two good local transient streets, on a 
route used by workmen. 

Operating downtown service stations 
successfully has become exceedingly 
difficult, it is agreed. 

“With property so valuable and 
taxes so high, a station can’t do the 
volume of business to warrant such 
investments. Besides, there’s no per- 
manency of location—someone always 
comes along who wants to put up a 
20-story building on the site,” a mar- 
keter says. 

Another remarks: “A downtown sta- 
tion becomes a parking lot if custom- 
ers can’t find a parking place any- 
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Only 
Willard gives you 


Climate 
Contrel 


...the most powerful sales- 
building feature ever 
offered to storage 

battery dealers! 





This key operates Climate Control... 
the sensational feature which makes the 


Wedthermaster 
TWO GREAT BATTERIES IN ONE 


1. A more powerful! 


cold weather 
battery 


A longer-lasting 
hot weather 
battery 


CLIMATE CONTROL DOES THE REST AUTOMATICALLY 


The Willard Weathermaster is NEW... 
ALL-NEW...all the way through 


NEW oOneE-PIECE TOP—Stronger... 
cleaner . . . greater protection 
against dangerous shorts. 


NEW MECHANICAL SEPARATORS— 
Provide positive protection 
against internal shorts and pos- 
sible mechanical failure. 

NEW mMETALEX Grips —100% 
greater protection against over- 
charging—the No.1 ‘om 
er. Assure longer battery life 


NEW stroncer CASE—Has twice 
the strength of previously-used 
battery-case materials. 


NEWstepreo-ur PoweR—20% 
greater cold weather cranking 
power at winter setting. 


PLUS wiutarp “SaFety-FiLt”— 
Safest, simplest protection 
against overfilling which can 
cause dangerous corrosion. 


WILLARD STORAGE BATTERY COMPANY 
Factories in: Cleveland * Los Angeles * Dallas * Memphis © Portiand * Allentown * Toronto 
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Call Your 
WILLARD DISTRIBUTOR NOW! 





STATIONS 





where else. You don’t want to lose 
him as a customer so you don’t charge 
him. And he'll usually go off and 
leave his car half the day after asking 
to leave it for 15 minutes while you 
fill °er up. Downtown stations have 
a terrific policing job taking care of 
customers’ Cars.” 

Zoning ordinances are another ob- 
stacle to downtown locations. 

“Municipal officials in many cities 
don’t realize that service stations are 
just as important to the shopping area 
as grocery and drug stores. In some 
cities zoning ordinances put stations in 
the same classification as slaughter 
houses—in unrestricted areas,” com- 
ments one marketer. 

Building Design—While most com- 
panies have a standard building design, 
modifications generally are made to 
adapt it to the various types of loca- 

WEDGE SHAPE of this lot raised problems in station layout but. . . tions. 1 

Customers at suburban stations want 
lubrication and wash jobs so two to 
four bays are needed. At a highway 
location, however, fewer lube bays are 
required but more restroom facilities 
are needed, one marketer points out. 

Business in One area may not war- 
rant as costly a building as others, so 
one company cuts down on the expen- 
sive finishing touches. For example, 
in some cases lube bays are not plas- 
tered before painting, and less tile is 
used in washrooms. The over-all ap- 
pearance is the same, and most people 
would have to study closely to find 
any difference in the buildings. 

One company has a standard station 
building design with two lube bays. 
If an area cannot support this size 
station, the company does not build. 
Of course, more bays can be added 
as the station gets more business either 
through aggressive sales effort or be- 
cause of an increase in population in 
the area. 








INDIVIDUALLY TESTED 


PIONEER OF Pxectsdou 
O STANDARD OF “ecaracy 


coveeris PUMPS & METERS 


TO 300 GPM 


CUSTOM-MADE pumps and meters, that serve you best 
because they are individually machined to exacting tol- 
erances...individually inspected for workmanship and 
materials...and individually tested for faultless oper- 
ation and accuracy. Buy GRANCO—for accuracy, depend- EXCLUSIVE GRANCO 
ability and long life. PRECISION 


Write for Catalog GRANBERG corp. | *""""" 


INDIVIDUALLY INSPECT E D cemmmmmmmmmmmmmem gone tony 
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HANNAY HOSE REELS’ 


“save work and time’’, 
say the men who use them 


To lm 2 OS ee 


Satisfied users take time out to 
write us about how well Hannay 
Hose Reels serve them. Regardless 
of anything we may say about our 
product, this, after all, is the final, 
positive proof of performance. 





Mr. T. J. Etheredge, Jr., Distributor of Gulf 
Oil Products in the city of North, South 
Carolina, writes, “We believe that the 
money invested in the Hannay Hose Reels 
has paid more dividends than any piece 
of equipment that we hove ever purchased 
..-actually save the equivalent of one-half 
the work and time of delivering fuel oil.” 


ywANNAy 
HOSE REELS 


*Y. S. Pot. No. 2,490,353 CLIFFORD B. HANNAY & SOW I~ 
Patented 1950 in Canada 


; “% 
VESTERLC new YO* 
©1953 C.8.H. & S. Inc. 


MANUFACTURERS OF MANUAL AND POWER OPERATED HOSE REELS FOR EVERY PURPOSE 
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A GREAT DEAL FOR YOU! 


SERVICE STATIONS, EVERYWHERE, ARE CASHING IN WITH 


DILLECTRIC 
TUBE REPAIRS 


Stations 


Dillectric is the handiest, 
quickest, surest way to safely repair all tubes. It’s 
all-electric-automatic. It’s quick, easy, safe — 
requires no experience — insures a perfectly 
vulcanized repair every time. Dillectric patches 
come ready-prepared for each repair. Profit with 
this truly modern, money-making service. Your 
wholesaler, tire or oil company can supply you 
the Special Bonus Assortment, now. 


Now Feature 


No. 6685 DeLuxe Model Dillectric Pres- 
sure Clamp with Transformer for either 
110, 125, or 220-volt alternating 

current. Wire buffer included. $925 


THE DILL MANUFACTURING COMPANY, 700 East 82nd St., CLEVELAND 3, OHIO 
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EQUIPMENT 


Tight Fills Offer Safety and Speed 


Tight fill connections between truck tanks and service station 
gasoline storage tanks offer a number of advantages, according to 
this report by Irving Passel of Esso Standard Oil Co. 

Chief reason for tight fill systems is to promote safety. 

However, a number of operating improvements also result. 
These include faster filling rates, reduced maintenance and man- 


power requirements, 


The basic elements in the installa- 
tion of tight fills on service station 
storage tanks are simple. But it be- 
comes complex when trying to convert 
innumerable field conditions to fit one 
standard. 

There are many solutions to the 
problem. Many companies make suit- 
able equipment but we of Esso have 
adopted what we feel will produce 
the most economical program in the 
long run. Also it will obtain the maxi- 
mum safety possible with the lowest 
operating and maintenance costs de- 
spite a high initial financial outlay. 

Esso started work on this problem 
back in 1946, at the suggestion of our 
safety engineer, purely as a safety 
measure. Reports of service station 
fires showed that some originated dur- 
ing the period the underground tanks 
were being filled with the conventional 
loose or speed-end type of fill con- 
nection. 

Fortunately, the number of fires 
originating from escaping vapors are 
relatively small. Property and per- 
sonal damage is also small but the 
possibility of severe losses is ever 
present. 

Some communities now insist on 
tight connections and many others are 
considering similar legislation. It is 
the feeling among those who are close 


FILLING TANK WITH LOOSE CONNECTION 





The Author 


Irving H. Passel, of Esso 
Standard Oil Co., presented this 
report at the meeting of the Na- 
tional Assn. of Oil Equipment 
Jobbers in Columbus, Ohio, 
Sept. 29. The text of his talk has 
been shortened slightly in the 
accompanying article, but all 
the facts are as he presented 
them. 

Mr. Passel has been with 
Esso in a technical capacity for 
21 years. He is an architect and 
engineer in the construction and 
maintenance division of the com- 
pany’s marketing department. 
His responsibilities include the 
design of stations, airports and 
fueling systems; investigation of 
new materials; and research for 
improved methods of fuel han- 
dling operations. 











to the problem that eventually tight 
fills will be required everywhere. 
Thorough Study—From the outset 
we realized that the introduction of 
such a program would involve the ex- 
penditure of a tremendous sum of 
money for its execution and therefore 
a thorough investigation of all types of 
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material and equipment available, plus 
extensive field testing to obtain the 
best possible equipment, would be 
justified to insure the most practical 
solution to the problem. 

When work was started, we en- 
deavored to obtain a suitable type con- 
nection which would permit quick 
coupling of the truck hose to the fill 
pipe with equipment that is easy to 
handle. The time required to make the 
tight connection should be approxi- 
mately the same as required to insert 
the average speed-end. 

The coupling had to be light, com- 
pact, have few or no moving parts and 
be as maintenance free as possible. If 
practical, the coupler was also to be 
capable of operation when permanent- 
ly attached to the hose. 

As you can understand, to have 
field tests made under varying condi- 
tions, in northern and southern areas, 
winter and summer, required consider- 
able time, patience, letter writing, etc., 
but in the middle of 1952 the final de- 
tails were completed and the program 
formally adopted. Work is now under 
way and the program will be pushed 
to completion as quickly as practical. 


How Tight Fill Works 


Figure 1 shows a typical tank filling 
operation with loose connection. The 
average installation consists of a fill 
pipe extending down to and terminat- 
ing at the top of the tank. During the 
filling operation as product flushes 
into the tank considerable agitation of 
vapors takes place forcing them out 
through the fill pipe and the vent 
stack. Vapors through the stack are 











Managers everywhere are stocking their 
dealers to sell every customer a Purolator—plus 
an extra quart of oil... lining them up to turn 
in EXTRA MONEY with every oil-change! 











Straight across the country—October and November are 
FILTER-CHANGE months. 

Easy now for dealers to sell a Purolator* with every oil-change. 

Easy because most customers like to get their cars set for winter 
this time of the year... 

Easy because advertising — millions of dollars of it—is making 
motorists act ... Powerful Purolator ads in Saturday Evening Post, 
Life, Look, Popular Science, Popular Mechanics, farm magazines 
... Tested Purolator displays, posters, streamers at point-of-sale. 


EXTRA MONEY WITH EVERY OIL CHANGE 


Good deal! To the profit on an oil change the dealer adds profit 
on a Purolator Micronic* Oil Filter ... plus the profit on the extra 
quart of oil needed to take the place of the dirty oil that goes out 
with the dirty filter. 

Remember: (1) More makes of cars are Purolator-equipped. 
(2) All filter-equipped cars take Purolator. (3) Purolator sales 


grow—and grow—because Purolator filters more dirt, finer dirt, 
faster —does a better all-around job. : 


Check stocks . . . make sure every dealer 
has Purolator to sell every car that calls. 


no, Mg ee ¥ 
‘ee ue ie 
sets 


~ PUROLATOR PRODUCTS, INC., 
New Jersey and Toronto, Ontario, Canada = «reg. u_s. Pat. of. 





BOMSER THE ORIGINAL 
2-CAR Deames Kol-Way 


. A PROVED SALES BUILDER 


Statements from marketers prove that 
where Bowser Siamese Rol-Ways are in 
service, gallonage has increased. The 
first thousand installations conclusively 
proved this. 


EXAMPLE: 

Quoting from one of many letters, ". . . in 
January 1952 we installed three Siamese 
Pumps — our gallonage jumped from 
67,000 in December 1951 to 101,000 in 
March 1952 — we are so pleased, we 
feel we must write you about it." 


Double your sales oufle 
Siamese Rol-Ways on single-pedestal island 


spaces using existing suction and conduit lines. THE ONLY PUMPS 
WITH XACTO METERS 


Bowser Xacto Meter accuracy and trouble-free 
service are well known, Only Bowser Pumps have 
Xacto Meters. 





REGIONAL OFFICES 


ATLANTA, GEORGIA DALLAS, TEXAS SAN FRANCISCO, CALIF. 
741 Boulevard, N. E. 2429 Commerce St. 468 Ninth St. 


FORT WAYNE, INDIANA KANSAS CITY, MO. WASHINGTON, D. C. 
NATIONWIDE 1300 E, Creighton 226 W. 39th St. Washington Bidg. 


SALES & 
SERVICE CLEVELAND, OHIO NEW YORK, N. Y. CANADA: 


1110 St. Clair Ave. 420 Lexington Ave. Hamilton, Ontario 











BOWSER, INC., 1301 CREIGHTON AVE., FORT WAYNE 2, INDIANA 
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not hazardous if the stack terminates 
at a safe height in a safe area. 

The vapors escaping through the fill 
pipe, however, are definitely objection- 
able. Gas vapors, being heavier than 
air, hug the ground and spread out 
creating a condition which could be- 
come hazardous. A spark from a 
dropped tool, cigaret or match could 
start a fire. 


Figure 2 shows the same set-up ex- 
cept that the loose connection is re- 
placed with a tight one. Now the 
vapors cannot escape onto the drive- 
way, all vapors being forced out 
through the vent stack in the safe area. 
Our laboratory tests, which were later 
substantiated in the field, disclosed 
that tight fills increased the filling rate 
by approximately 25%. 


Overflow Danger—Figure 3 is the 
same as Figure 1, filling with a loose 
connection, but shows a condition 
when a tank is overfilled. Note that 
the product runs out of the fill pipe 
and spreads over the driveway adding 
another element of danger to the va- 
pors which were forced out of the 
tank when it was overfilled. 


SUBMERGED FILL PIPE WITH LOOSE OR TIGHT CONNECTION t 
i 


vANK TRUeK fet 








At a rate of 90 gpm, overflowing 
gasoline will flow onto the driveway 
at 1.5 gal. every second. Even if the 
driver shuts off the flow immediately, 
the hose still contains several gallons 
of product which will run out onto 
the driveway. 

Gasoline from overfilled tanks has 
been known to run into public gutters 
and sewers to create hazards not only 
on the driveway but at a considerable 
distance from the point of overflow. 

Blowbacks Stopped—lIf the vents 
are too small for fast loading, or if a 
pocket has developed in the system 
due to line settlement, pressure could 
build up during the filling process. 
When the filling is complete, the back 
pressure could force product out 
through the fill pipe creating the same 
effect as an overfilled tank. 

Figure 4 is the same as Figure 3 
except that a tight fill replaces the 
loose speed-end. Note here that, with 
an overfilled tank, the product rises in 
the vent stack until it reaches the level 
of the product in the tank and the flow 
stops automatically. No product has 
run onto the driveway. To empty the 
hose, the valve of the truck is closed 


QVERFILLING TANK WITH TIGHT CONNECTION 


FLOW RATES~VARIOUS FILL PIPES 





and it is merely necessary to serve the 
next customer at the island, or pump 
the surplus product into an empty can. 
Note also the absence of vapors in the 
driveway. 


Blowbacks cannot possibly occur 
with tight fills. 


Figure 5 shows another feature 
which Esso adopted as a standard even 
before the “Tight Fill Program” was 
instituted. 


Submerged Fills—In the course of 
experiments, tests were run with the 
fill pipe extending to within 12 in. 
from the bottom of the tank to obtain 
submerged filling in an attempt to fur- 
ther reduce the turbulence of vapors 
within the tank. Even with loose fills, 
agitation of vapors was reduced, as 
well as the amount of vapors seeping 
onto the driveways. Blowbacks were 
eliminated and vent pressures reduced. 

It was learned that flow rate in- 
creased about 8% for a standard 64- 
in. diameter tank. On new installations 
the cost of installing the submerged 
fill is negligible. It also is negligible on 
old installations where the tank has to 
be uncovered to change the manifold, 
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Have you checked Prest-0-Lite? 

This nationally advertised line 

offers a complete profit-packed 

program designed to meet your 
TBA requirements. 


PREST-O-LITE BATTERY COMPANY, INC., TOLEDO 1, OHIO 
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EQUIPMENT 


providing the tank will not be dam- 
aged during the conversion. 





Types of Fills 


While selection of various types of 
equipment was being studied, a field 
inventory was made to determine the 
approximate number and types of fill 





TYPES OF TANK FILLS 


TYPE 11-24% 


Fill 
Riser 


TYPE 2-55% 





TYPE 3-16% 
FIG.6 











risers that would require adjustment. 
Ninety-five per cent of the various 
types of existing installations come 
generally under three types: 

Type I is used when the tanks or 
fill pipes are out of the driveway area 
and the fill pipe extends above the 
grade. 

In Type II the fills are set into the 
driveway or paved area. This consists 
of fill pipe terminating in a flush type 
fill box. 

Type Ill also shows a condition 
where the fills are in a paved area or 
are subject to traffic damage. This is 
an old and discarded type of installa- 
tion but a great many are still to be 
found. It consists of the fill box se- 
curely screwed to the fill riser. Fortu- 
nately, this and other nondescript 





types constitute only a very small per- 
centage of the entire problem. 

The Connection—One of the basic 
points which had to be determined be- 
fore adopting any piece of equipment 
was to establish the best and most 
practical size connector to be used. 
The sizes of fill pipes range generally 
from 2 in. to 4 in. and in some cases 
larger. This, of course, was due to very 
obvious reasons—changing standards 
over the years, acquisition of competi- 
tive outlets, makeshift installations, 


Laboratory tests were run using all 
sizes. There was a marked increase in 
flow as the pipe sizes increased from 
2 in. to 2% in. to 3 in., leveling off 
with 4 in. and 5 in. pipes and, sur- 
prisingly, a drop in flow rates for 
larger sizes. 

Figure 7 shows flow rates under one 
set of test conditions through 2% in. 
hose with no valves in the test set-up. 

Truck hoses also varied in size but 
the majority were 2% in. and 3 in. 
Although there would be a slight in- 
crease in flow from 3 in. to 4 in., it 





OKHEIM 


DOUBLE-ACTION 


HAND PUMPS 


Whether for your use or the use of 
your customers, you'll like the many 
fine features of this new Tokheim 


MANY WAYO 
BETTER! 


More useful! 


Handle many liquids of 
most ony viscosity includ- 
ing oil and water. 


No piston leakage! 


New diaphragm construc- 
tion—high vacuum—rapid 
delivery — self- priming. 


More efficient! 


Operates efficiently, even 
at low temperatures — 
double oction—no wasted 
motion. 


Pump. Available in several models— 


with hose or spout outlet—for drums 
or underground tanks. UL-approved for 
petroleum products. Call your Tokheim 
man today, or write factory for literature 


showing all models, 


Low cost! 
Trouble-free! 
Operation not affected 


by ice, dirt, scale, etc.— 
easily serviced, 


General Products Division 


TOKHEIM OIL TANK AND PUMP COMPANY 


Designers and Builders of Superior Equipment Since 1991 


1650 WABASH AVENUE 


FORT WAYNE |, INDIANA 


Canadian Distributor: H, Reeder, 205 Yonge St., Toronto 
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@ Tire Saving, Self-Steering 
WHEN YOU PUT TRAILER PRICES SIDE BY SIDE, 


@ Fast-Flowi 
Gravity Tandem Undercon- Header T 

struction 
BE SURE TO PUT THE "SPECS" SIDE BY SIDE... 


@ Double F 
@ Only Complete Tandem 
AND NOTE THESE FRUEHAUF PLUS VALUES! 


Guarantee in the Industry © Bown 


@ Patented, Dependable, open 
Multi-Rate Single Axle @ Natio 
Underconstruction 


Servic 
@ Flanged, Deep Dished, or @ Hi-Tensile Steel Throughout @ Most 
Dimpled Bulkheads and Tanks Trail 
Baffle Heads @ Precision-Fitted Transition @ Wo 
@ Strong Reinforcement on all Sheets er 
pre fs tem mgs @ Deep Sumps, for Complete 
and Baffle Hea 
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Drainage 
@ Full- Strength, 20,000-Lb. @ Safety Manholes with Pres- 
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Says Ray Howerter ; 
Secretary-Treasurer and General Manager 
® Transit, inc., Omaha, Nebraska 


“CUTTING HAULING COSTS, while maintaining 
efficient, speedy service, is the major goal of liquid 
transporters,” points out Ray Howerter. “That's 
how Transit, Inc., has built its business. Fruehauf 
has enabled us to do this successfully by producing 
dependable, economical equipment of the highest 
quality and earning power. 


“The Gravity Tandem Underconstruction, obtain- 
able only with Fruehaufs, is a real tire-saver. Yet, at 
the same time, it handles so easily and rides so 
smoothly that very little stress is transmitted to the 
tank, and costly leaks are avoided. Finally, we find 
that Fruehauf service is both rapid and efficient, 


another means by which we can cut operating costs, 
and another reason why our Fruehaufs have great 
value to us.” 


World's Largest Builder of Truck-Trailers 


FRUEHAUF TRAILER COMPANY 


Detroit 32, Michigan 


Transit, Inc., liquid hauling firm with central offices in Omaha, 
Nebraska, operates 37 Fruehavf Tank-Trailers—all Gravity Tandem 
units. The Transit fleet operates between 10 Midwestern states, 
covering 3,600,000 miles a year, with an annual cargo of over 
300,000,000 gallons of petroleum products and 18,000,000 pounds 
of asphalt, molasses, and acids. 
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tehtees 


spells New Strength for Your Dealers! 


The exclusive product qualities of U. S. The power of this nation-wide public ac- 
Royals are known and approved by practi- ceptance pays off for station operators—in 
cally every car-owning American. Millions easier sales success, in profit margins that 
of your customers get acquainted with consistently lead the industry. And that 
these superb tires when they come on new means reduced dealer turnover, increased 


cars. Millions more are pre-sold by U. S. dealer stability for oil marketers! 
Royal’s steady merchandising attack. 


LIFEWALL LIFEWALL THE U. S. TIRE 
U.S. ROYAL MASTER @ U.S.ROYALAIRRIDE @ U.S. ROVYALDELUXE @ THEW. S. TIRE, EL P. 








CENTIPEDE GRIP 


UNITED STATES RUBBER COMPANY 
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EQUIPMENT 


was felt impractical to ask a driver to 
handle hoses and fittings larger than 
3 in. A practical standard was estab- 
lished to use 3 in. fill pipes terminating 
in 3 in. caps and to equip trucks with 
3 in. hoses and 3 in. couplers. A 
change in hose size from 2% to 3 in. 
increases the flow rate about 8%. 
Figure 7, however, shows conditions 
with 212 in. hose. 

Problems in Cost—Since we are 
always extremely cost conscious, we 
thoroughly investigated the advisabil- 
ity of obtaining tight fill connections 
without having to change existing fill 
caps at all, merely providing sufficient 
couplers on the truck to meet all con- 
ditions to be encountered at all service 
stations. This was not possible regard- 
less of the type of coupler considered. 
A surprising number of fill caps still 
would have to be changed. 

Equipment that would require the 
least possible changes to existing in- 
stallations is available in three basic 
types: 

1. With threaded end to screw onto 
or into existing fills. 

2. Expansion collar type which is 
inserted into fill pipes. 

3. Cone type which also is inserted. 

The initial cost of obtaining 100% 
tight fill operation with such equip- 
ment would be decidedly less than 
with our adopted method, but after 
complete analysis we found that the 
ultimate cost would be in excess of 
our adopted method within a relative- 
ly short period of time. 


A field test of the threaded couplers 
soon convinced us this solution was 
not practical. The number of pieces of 
equipment that would have to be car- 
ried on each truck, the complications 
at the station to pick out the right 
coupler, the time required to make the 
connections, complaints from the driv- 
ers and an increase in maintenance 
cost were some of the factors which 
made Esso discard this solution. 


With the expansion and cone type 
of equipment, reduction in operating 
costs is not possible due to the addi- 
tional constriction placed in the sys- 
tem which would not permit increased 
flow rate. Here again maintenance 
costs would be increased. 

Maintenance—One of the major 
maintenance headaches, before tight 
fills, was the periodic replacement of 
threaded fill caps. If the service sta- 
tion operator does his job conscienti- 
ously, he would gauge his tanks at 
least once a day requiring the caps to 
be handled several hundred times a 
year. This would result in eventual 

















stripping of threads, and would require 
replacement on an average of every 
four or five years. In New York City, 
where threaded tight connections and 
small dumps are compulsory, the 
threads are replaced almost yearly. 

By selecting equipment without 
threads on the coupling ends, replace- 
ment of adaptors becomes an insignifi- 
cant factor. Esso estimated that at 
least 75% of the maintenance cost 
would be eliminated. Even assuming 
only a 50% reduction, it appears the 
maintenance saving in 10 years would 
approximate the cost of converting the 
present facilities to tight fill with the 
equipment we selected. 


Tight Fill Conversion 

After experimenting with as many 
pieces of equipment as practical, two 
types were approved: 

1. A coupler that could be tightly 
secured to a companion fill pipe adap- 
tor merely by pressing it onto the 
adaptor. 

2. A coupler requiring less than a 
90 deg. turn to secure it to a compan- 
ion lug of the fill pipe adaptor. 

Each coupler is equipped with a 
safety feature to prevent the tight con- 
nection from loosening during the 
filling operation. 

With this type of equipment our 
conversion program requires the fol- 
lowing work to be done: 

1. Provide each fill cap with a 3 in. 
adaptor. 

2. Where the fill pipe is not 3 in. 
in size a reducer or enlarger must be 
added. 

3. Existing fill boxes which are not 
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large enough to accommodate the hose 
coupler will have to be removed and 
replaced with a larger unit. This, of 
course, involves cutting into the exist- 
ing driveways and patching the area 
after the larger fill box has been in- 
stalled. 

4. Replace fill boxes which are an 
integral part of, or screwed to, the fill 
pipe unless the condition permits suit- 
able connection of the coupler without 
the need for making a change. 


5. When necessary to replace the 
fill box also extend the fill pipe to 
within 12 in. from the bottom of the 
tank if feasible without damage to the 
tank. This takes advantage of the in- 
creased filling rate which results. 

6. Equip each truck with a 3 in. 
coupler fitting for each hose carried, 
generally two per truck. When all 
tanks are properly equipped, these 
couplers could be permanently at- 
tached to the hoses if desired. Until all 
tanks which the truck services are 
equipped for tight fills the old con- 
ventional speed-ends will have to be 
carried on the truck. 

New trucks or trucks which can be 
remodeled easily will be equipped with 
a pocket at the end of the hose con- 
tainer in the event couplers are perma- 
nently secured to the hoses. The pres- 
ent indication is that the drivers pre- 
fer to handle the coupler separately 
from the hose the same as with the 
present speed-ends. 

7. Where the truck hose is less than 
3 in., a reducer on the 3 in. coupler 
must be provided. 

Vents—tTight fills reduce vent pres- 
sures. Figure 8 gives a general idea of 
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pressures under varying conditions. 
With tight connections vent pressures 
are lower than with loose connections 
despite higher rates of flow. 

Figure 8 shows two blocks, one in- 
dicating vent pressure with loose fills 
and the other showing increased flows 
with tight connections unloading from 
the same 3,300-gal. truck. With loose 
connections, the vent pressure in- 
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creases as the flow increases with a 
sharper climb where small vents exist. 
With tight fills the pressure is lower, 
but with smaller vents the rate of flow 
also is reduced. The pressures between 
1% in. and 2 in. remain fairly con- 
stant. 

Generally, if vent lines have been 
satisfactory, no changes will be neces- 
sary under a tight fill program. If a 
poor venting condition existed previ- 
ously, it is quite possible vents may 
have to be increased under the tight 
fill program, despite the lowered vapor 
pressure. 

Each questionable installation has 
to be examined to determine the need 
for enlarging the existing vents. In 
analyzing the cost of the program, the 
costs for changing some of the vents 
were not included. Instructions were 
issued that vents should not be 
changed unless the cost can be justi- 


fied by a correspondingly lower oper- 
ating cost. 

With a tight connection and an ex- 
cessively small vent, a slight reduction 
in flow rate might result despite the 
reduction in vapor pressure. If the re- 
duced filling rate becomes extreme, 
then increasing the vent sizes becomes 
essential. 

Study Is Necessary—Although Fig- 
ure 8 shows % in., 1% in. and 2 in. 
vents, there are few, if any actual in- 
stallations with %4 in. vents, but many 
with 1 in. Within the last 15 years the 
standards for vent sizes have been in- 
creased to 2 in. as the flow rates and 
truck sizes increased. This does not 
mean that all vent lines smaller than 
1% in. or 2 in. have to be replaced. 
Only study of each installation with 
small vents can determine the advis- 
ability of making a change. 


What Tight Fill Costs 


It is extremely difficult, if not im- 
possible, to accurately estimate the 
cost of a tight fill program. However, 
to arrive at some idea of possible out- 
lay assumptions had to be made. Al- 
though costs of test installations varied 
widely throughout Esso’s operating 
area, a careful check of all factors in 
two divisions indicated average costs. 

The company found that as a par- 
ticular contractor became familiar 
with the problems involved, his costs 
were materially reduced. 

Figure 9 indicates the work that 
may be required for the average in- 
stallations. It shows: 

Type A—Where the old adaptor 
has to be removed and replaced with 
a new one and the pipe size is already 
3 in., a labor cost of about $3 to $4 
might be expected. Contractors, inex- 
perienced with the problem, estimated 
high costs in anticipation of possible 
additional work if the fill pipe loosened 
up when unscrewing the old cap. 
However, with the use of proper tools 
this difficulty need not be considered. 

The cost includes travel and truck 
time, also fringe benefits, if the work 
is carried through on a program basis 
permitting the mechanic to go from 
station to station, and the distance be- 
tween stations is moderate. 


Type B—Where the riser is less 
than 3 in., the labor involved requires 
the installation of an enlarging bush- 
ing before the adaptor is applied 
which would naturally increase the 
labor cost slightly over that where the 
enlarger is not required. Of course, if 
an adaptor can be obtained to fit the 
3 in. hose coupling and at the same 
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Engineered for top performance ! 


@ ”* Delco Gas Pump Motor 


PRODUCTS 


Division of General Motors Corporation 
Dayton, Ohio 


SALES OFFICES: 


ATLANTA CINCINNATI DALLAS HARTFORD ST. LOUIS 
CHICAGO ~) CLEVELAND DETROIT ~ PHILADELPHIA SAN _ FRANCISCO 
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Conforms to standards .. . 
suitable for all pumps 


Delco, in the interests of standardization 
in the gas pump field, has developed a 
standard motor of exceptional depend- 
ability, particularly suitable for all service 
station pumps. 


The Delco motor is 1/3 h.p., single phase, 
designed and constructed to withstand the 
rigorous conditions encountered in gas 
pump operation in all climates at all 
seasons. It conforms to Deico’s own high 
standards of precision manufacture and 
dependable service. Any of the Delco 
Offices listed below will gladly supply 
complete details. 





NORWALK’S 





GUARANTEE 





COVERS IT! 





Break in the Road+ a Break in the Tire 








What Other Line 
Offers All These Features? 

+ A great tire backed by a great 
manufacturer. 

- 5,520 read-holding safety sipes and 
gripping edges for greater protec- 
tion on good roads and bad. 

* Precision balance. 
18-MONTH UNCONDITIONAL GUAR- 
ANTEE. Unserviceable tire will be 
replaced by comparable new tire 
with full credit for the period of 
guarantee not realized. 

A complete line of passenger and 
truck tires, all sizes. 

Powerful local and national adver- 
tising to pre-sell your customers. 
And a protected franchise that 
makes sure you keep them. 








— a REAL BREAK for Your 
Customer and You! 


Norwalks are guaranteed against any road hazard 


Chuck hole cuts, curb cuts, broken glass, blowouts, nail holes— 
any damage from a road hazard gets your customer a new 
tire—we guarantee it! 


Regardless of mileage 
Norwalks are guaranteed 18 months—no matter how many 


miles you drive. A Norwalk tire damaged in its second month 
is replaced for only 1/9th of the original list price. 


No “Repair or Replace” clause 
No questioning, no quibbling. Norwalk gives 
your customer a new tire. 


A Great Sales Feature 


Replace just one damaged Norwalk tire— 
everyone seems to hear about it. How that 
guarantee sells tires! 

Write to The Armstrong-Norwalk Rubber 
Corporation, Norwalk, Conn. today! 


NORWALK = TIRES 


ee ce oa nercammon ccan at Norwalk and West Haven, Conn., Natchez, Miss. and Des Moines, lowa 
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time fit the smaller size pipe, the labor 
cost would be the same $3 to $4 with 
possibly a slight increase in the cost of 
the special adaptor. 

Type C—Where the riser is larger 
than 3 in., a reducer would have to be 
provided before the adaptor is applied, 
resulting in the same labor cost as the 
installations where the riser is less than 
3 in. 

As mentioned earlier, if the fill box 
is not wide enough to take the hose 
coupler, the box has to be replaced. 
Cutting of paving and patching in- 
crease the labor and material costs. In 
many instances the fill pipe is off cen- 
ter in the fill box. If the pipe cannot 
be forced over enough to permit the 
insertion of the coupler, then the fill 
box has to be moved or replaced. 

When disturbing the pavement, the 
additional cost to uncover the top of 


FIG. 10— Viewer 
on discharge end of 
truck tank permits 
driver to see when 
product is flowing 
through the line 


the tank to insert a submerged fill line 
is negligible. 

Excluding the cost of installing 
submerged fills and vent changes, the 
average labor cost for adjusting all 
types of fills might run from $3 where 
only the cap has to be replaced to $15 
where a fill box also has to be re- 
placed, with the over-all average of 
less than $7. 

The number of fills requiring only 
cap changes exceeded by far those re- 
quiring additional work. Since stations 
have an average of slightly more than 
four fills the over-all labor cost would 
be about $30 per station. Cost of ma- 
terial is not included in these figures. 

Gradual Conversion — The initial 
financial impact of the program could 
be tremendously reduced, if necessary, 
by replacing fill caps. with the new 
type only when the old type has worn 





What System Does 


Esso Standard’s tight fill pro- 
gram has these advantages: 


1. Vapors cannot 
through the fill pipes. 

2. Spillage from  overfilled 
tanks is eliminated as much as 
possible. 

3. Blowbacks are eliminated 
with the selection of the proper 
type of equipment. 


4. Internal vapor pressures 
are reduced. 


escape 


5. Flow rates increase at least 
25%, reducing filling time. 

6. Seventy-five per cent of the 
maintenance of fill pipe caps is 
reduced by eliminating the 
threaded feature. 


7. When fill pipes can be ex- 
tended to within 12 in. from the 





bottom of the tank an additional 
increase in flow rate results. 


8. Substituting 3 in. hoses in 
place of 2% in. still further in- 
creases flow rate. (Tests show 
flow rate drops off in larger 
sizes.) 


9. Increased service station 
business can result when tank 
trucks spend less time unload- 
ing. Large tank trucks, especially 
at small stations with limited 
driveway area, have a tendency 
to either prevent the customer’s 
approach to the island or dis- 
courage him from even entering 
the station. 


10. Tank truck drivers like 
tight fills, especially for winter 
operation. The faster flow re- 
duces the time they must stand 
out in the freezing temperature. 
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WITHOUT WEIGHT 
COMPRESSION 
DAMAGE! 


Storing tires, HECO plywood spacers 
bear the weight. Now you can ware- 
house more tires (approximately 200 
in a space 5’ x 5’) ... and stack them 
higher. HECO pallets and collaps- 
ible plywood spacers are stronger, 
hold up longer and save you money 
by using maximum overhead area. 
Remember, no weight compression 
damage with HECO. Investigate! 


MIDWEST; J. R. PERKINS LUMBER CO. 
Fullerton Building 
St. Lowis 1, Mo. 


EAST-SOUTH: SOUTHERN LUMBER AND 
MANUFACTURING CO. 
855 Avenve of the Americas 
New York, N. Y. 
Ettijey, Georgia 


WEST: HAMERSLAG 
EQUIPMENT CO. 


PAT. PENDING 45 Efmira Street 
- Son Francisco 24, Calif, 





PATENTED 
SQUARE BLOCK DESIGN 


Extra STARTING 


aud STOPPING POWER 


ON WET, SLICK, SLIPPERY ROADS or 
THROUGH RAIN, SNOW, MUD, and SLUSH 


NOW IS THE TIME to order a good supply of CORDUROY TRIPLE 
TRACTION TIRES, designed to eliminate slipping, sliding and spinning. Don't 
wait for the heavy rain, sleet, or snowfall to prepare your customers for fall and 
winter driving. Get in on the big traction-tire profits by being well supplied 
in advance with CORDUROY TRIPLE TRACTIONS. 


The CORDUROY TRIPLE TRACTION... 


is designed specifically and solely for traction. The hundreds of tough, sharp 
edges cut through road film, snow and mud . . . give unexcelled traction forward, backward, and sideways. The 
patented square block design of the TRIPLE TRACTION makes it the only tire that assures against bogging down 
in deep snow or mud. 

Like all CORDUROY tires, TRIPLE TRACTIONS are made of finest quality, all- 
new rubber and super-strength rayon cord: Backed by CORDUROY'S more liberal double, written guarantee . . . 
the performance contract that guarantees against road hazards for a period of months regardless of mileage and 
covers workmanship and materials for the life of the tire. 


THERE IS A BIG MARKET FOR THE TRIPLE TRACTION 3. square block tire among city motorists, 


farmers, commercial users, commuters . . . anyone who drives in all kinds of weather and road conditions. 
You can get a large share of this market NOW by having a good supply of TRIPLE TRACTIONS on hand and 
properly displayed when fall and winter driving conditions make it easy to sell traction tires. 


W today for information on how you can become a CORDUROY distribu- 
ntle tor, and learn about the big profits in selling CORDUROY TRIPLE 
mG %y ae sera te cath in on this popular tire THIS 
Cordu , RUBBER COMPANY 
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Figure 11 


out and must be replaced. With such 
a conversion program, the truck would 
carry the new type couplers as well as 
the old speed-ends. However, we rec- 
ommend that when any fill cap at a 
station has to be replaced, all fill caps 
should be replaced at the same time so 
the driver uses only one type of 
coupler when making deliveries. 


Generally, with the adoption of any 
new system, objections will be raised 
by some of those having to deal with 
it. But the tank truck drivers were 
readily convinced that the new system 
was far superior and had considerably 
more advantages than the old loose 
fill connection. 


The only serious objection raised 
was on unmetered deliveries. Here the 
driver could not tell if the product 
was flowing into the tank or when the 
truck tank was empty without having 
to climb to the top of the truck. It was 
a simple matter to slightly “crack” the 
connections at the truck without loss 
of product to hear the sound of the 
flowing product, but even this was not 
necessary for the most part as drivers 
became more familiar with the opera- 
tion. 


Visual Checking—In order to fur- 
ther improve the operation, we are 
now considering the adoption of a so- 
called visible gauge to let the driver 
see what is happening without crack- 
ing the connection or climbing his 
truck. This device is being field tested 
and should prove satisfactory. 

Figure 10 shows the device is really 
a viewer—not a gauge. It is placed on 
the truck adjacent to the hose connec- 
tion. When the product is flowing, 
movement can be seen in the viewer. 
When movement is not noticed and 
liquid is visible in the viewer, it indi- 
cates an overfilled tank. 

When no product is visible after 
the filling operation, the indication is 
that the truck tank is empty. Several 
variations of the viewer are being in- 
vestigated. 


Cost of the device is about $5 per 
truck, including installation. Undoubt- 
edly this feature will be incorporated 
into the program on all unmetered 
trucks and on metered trucks which 
may make deliveries with the meter 
by-passed. 


Operating Costs—Reduced operat- 
ing costs are directly due to the 25% 
increase in flow rate accomplished 
with tight fills. Under some conditions 
the increase does not come up to the 
25% while in others it might exceed it. 

Figure 11 shows time factors when 
unloading the most common size 
trucks. 

One column shows minutes required 
at an average unloading rate of 80 
gpm. The next column is 100 gpm or 
25% more than 80, etc. For 3,500-gal. 
trucks unloading at 80 gpm with loose 
fills, 44 minutes are required. On tight 
fills, with the flow rate increased to 
100 gpm, 35 minutes are required, or 
a saving of nine minutes on one small 
delivery. 

Tight Fills Save—The tendency to- 
day is for larger tank trucks. For a 
6,000-gal. truck unloading with loose 
fills at 100 gpm, 60 minutes are re- 
quired. A 25% increase in rate as a 
result of tight fills reduces the unload- 
ing time to 48 minutes or 12 minutes 
less. The lower the initial loading rate 
the greater the time saved with tight 
fills. 

The saving in unloading time per- 
mits faster “turnaround” of the trucks 
resulting in increased number of de- 
liveries, or a reduction in overtime, or 
releasing the driver to do other work 
when returning to the bulk plant. 

When the driver’s time and truck 
time is multiplied by the number of 
deliveries made in a year the theoreti- 
cal saving is enormous. It is theoretical 
saving because it cannot be considered 
actual unless the saved time is ade- 
quately utilized, or if a cut in over- 
time is made. But time saved eventu- 
ally means dollars saved. 
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Trucks carrying two hoses will use 
both hoses simultaneously whenever 
possible. Relationship of tanks, or 
varying quantities of fuel required in 
adjacent tanks do not permit dual 
hose operation 100% of the time. 

During the period of dual hose op- 
eration the saving in time is reduced 
proportionately. Esso estimates deliv- 
eries, with two hoses used simultane- 
ously, is accomplished about 40% of 
the time. 


Standard of Indiana Adopts 
Uniform Color for Drums 


A bright blue color has been adopt- 
ed by Standard Oil Co. (Indiana) for 
use on its 55-gal. and 33-gal. drums. 
The company hopes the public will 
identify its products by means of the 
new color. 

In the past, the company had sepa- 
rate colors for identification of vari- 
ous products. These totaled 30 dif- 
ferent color combinations for drums 
and it was decided that the system 
tended to confuse, rather than help, 
the customer. 

The exact name of the product al- 
ways has been stenciled on the drum 
heads, and this will be continued. 

The company believes the simpli- 
fication will result in a stronger sales 
appeal, as when the company unified 
the color scheme for its specialty prod- 
ucts two years ago. 

Standard also expects the new sys- 
tem to cut costs and inventories of 
drums and paints, reduce waste, sim- 
plify procurement, and make filling 
operations more efficient. 

Exceptions to the new color system 
will be: 

Drums containing low flash-point 
products will continue to be red as 
required by state and other regula- 
tions. Those containing 2,4-D will be 
the new blue with a purple band. 

Resin-lined drums used for high- 
flash naphthas and refined oils will be 
orange. 

Drums used for some black oils 
and asphalts will remain black. 


Silencer for Trucks 


Ford Motor Co. has begun produc- 
tion of a device designed to eliminate 
loud exhaust noises from its heavy- 
duty trucks. 

The device has been built into three 
1953 Ford models—the F-750, F-800 
and F-900. The unit also can be in- 
stalled in Ford’s 1952 V-8 overhead 
valve trucks in the same class by re- 
placing the carburetors. 
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Oil Marketing Equipment Demand Good 


Charles Boyd, Jr., Equipment Editor 


The oil marketing equipment industry is having a good year 


in business volume. 


Collection of accounts is a bit slow, but the situation is not too 


serious. 


For this reason, oil marketing equipment men were feeling 
optimistic as about 300 gathered for their third annual convention 
and trade show Sept. 27-29, in Columbus, Ohio. 


The National Assn. of Oil Equip- 
ment Jobbers is gaining in strength. 
And it’s flexing its muscles to improve 
the oil marketing equipment industry. 
Its aims are to help the equipment 
jobbers do a better job for their oil 
marketer customers. 


That was the inspiration, for exam- 
ple, for one of the top events of the 
convention—a panel discussion that 
focussed attention on a number of 
operating problems. 

Inventory control was discussed in 
detail by W. E. Crowder, new associ- 
ation president. He told the equip- 
ment jobbers how to set up a system 
that gives the warehouse location of 
any part or piece of equipment quick- 
ly. A glance at the records tells when 
the inventory of any item gets below 
a safe point. 

Financing of a business was dis- 
cussed by Harry E. Anderson, North- 
west Service Station Equipment Co., 
Minneapolis. 

Good credit rating is a must in any 
financing setup, he said. He also told 
the jobbers to take advantage of a 
consignment arrangement on equip- 
ment where possible. Taking the dis- 
count by paying bills promptly also is 





New Officers 


W. E. Crowder, United Pump 
Service & Supply, Dallas, is the 
new president of the National 
Assn. of Oil Equipment Jobbers. 

Gus Schramm, Rennick & 
Mahoney, Inc., New York, N.Y., 
is vice president. 

Three new board members 
were elected. They are: H. E. 
Andersen, Northwest Service 
Station Equipment Co., Minne- 
apolis; Paul Braswell, Braswell 
Equipment Co., Wilson, N.C.; 
and Alex Van Praag, Van Praag 
Equipment & Manufacturing 
Co., Decatur, Iil. 











essential to squeeze the most income 
out of a business. 

He recommended that equipment 
men go to the commercial depart- 
ment of a bank to arrange loans for 
customers. And he advised them to 
steer clear of installment loan setups. 
He also told the jobbers to borrow 
from good banks when they need 
money. 


Service Contract—A system for 
servicing service station equipment on 
a contract basis was described by Carl 
Wolff, PESAMCO, Allentown, Pa. 

This contract calls for repairing all 
equipment at a flat rate on an annual 
basis. The current rate is $2.20 per 
station pump, per month. Although 
the contract is based on $2.20 times 
the number of pumps at the station, 
the other equipment is maintained 
without additional charge. 

Of course the equipment jobber and 
the customer get together before a 
contract is signed. The station’s facili- 
ties are inspected and placed in good 
order before the system is put into 
force. Also, both parties get together 
when there is a question of whether 
the equipment should be repaired or 
replaced. 

Under the plan, all equipment has 
a preventive maintenance check three 
times a year. 

After the contract is negotiated 
with an oil marketer, the equipment 
jobber is on call all the time to repair 
equipment. One other advantage to 
the oil marketer, Mr. Wolff said, is 
that he knows in advance just how 
much the maintenance of station 
equipment will cost. 

In cases where the station has an 
excessive amount of equipment, such 
as extra hoists, etc., a special contract 
is negotiated. 

Automatic Nozzles—The Ohio Fire 
Marshal, Charles R. Scott, called on 
the oil industry to halt the use of hold- 
open hooks on automatic nozzles in 
stations. 


The marshal said National Fire 
Protection Assn. recommendations, 
and state and local regulations gen- 
erally say gasoline is to be dispensed 
only when manual control is main- 
tained at all times. Underwriters Labo- 
ratory approval on the equipment is 
removed when attachments, such as 
the hooks, are added, he declared. 

Another hazard listed by Mr. Scott 
is that of intermixing fuel oil and 
kerosine with gasoline. He said this 
happens most frequently when the 
same tank truck manifolds, pumps, 
meters and hose dispense both fuel 
oil and gasoline on the same trip. 

In Ohio the rules forbid the carry- 
ing of mixed loads that can be un- 
loaded through the same manifold. 
The NFPA prohibits the use of dual 
load trucks, unless adequate safety 
provisions are made. 

Mr. Scott said that over 99% of oil 
products move safely, but the 1% 
causes all the trouble. And it is this 
last 1% that is the basis of concern by 
fire prevention authorities. 


Equipment Jobber Growth—John 
Quilter, Pump & Tank Co., Inc., Rich- 
mond, Va., association president, 
traced the progress of the group from 
its formation 2% years ago in Louis- 
ville, with less than 40 members, to 
a present roster of more than 130 
companies—active and associate. 

He said there are some unhealthy 





Liaison Committee 


W. B. Johnson, Jr., Erie Meter 
Systems, Erie, Pa., has been re- 
elected chairman of the Manu- 
facturer’s Liaison Committee of 
the equipment jobbers’ associa- 
tion. 


Other members are: John 
Lodwick, Curtis Pneumatic Ma- 
chinery Division, St. Louis; Al- 
lan Anthony, Allan Anthony 
Electric Corp., Forest Park, IIl.; 
E. S. Phelps, Metal Hose & Tub- 
ing Co., Dover, N.J.—all re- 
elected. New members are: Har- 
ry Heinzerling, OPW Corp., 
Cincinnati; A. F. Haberl, Gray 
Co., Minneapolis; Don Hadden, 
Geo. D. Roper Corp., Rockford, 
Ill.; and Clarence Arganbrite, 
Progress Manufacturing Co., 
Arthur, Ill. 
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HEN a car owner asks for radiator anti-freeze, 
that’s the psychological moment to suggest a new 
Trico Arctic Wiper Blade for his windshield — and 
Trico Solvent for his Washer. 

Trico’s new Arctic de-ices itself as it wipes. Can't 
snow clog. When road splash hits the ‘shield in freez- 
ing temperature, nothing but a hooded Arctic Blade 
will cake the driver through. Perfect performance — 
when it's snowing, when it's raining. Fits curved and 
flat windshields. 

You'll make your customer — and your cash register 
— happy when you sell this safe-vision team. 


Windshield Equipmen 


Trico Products Corporation, Buffalo 3, N. Y. 


f 


Trico All-Season Wind- 
shield Washer Solvent 
helps the Two Little 
Squirts do a better job 
winter and summer. 
Helps to “cut” oily dirt 
and traffic film from the 
giass. Slows down freez- 
ing and prevents jar 
breakage. 





For a limited period, 
every carton of 24 
bottles of Trico Sol- 
vent entitles you to 
this new E-Z Fill fun- 
nel for Washer refill, 
winter and summer 
Ask your jobber 





LITT 


product...top quality 
program... complete 
policy...sound 

price... right 

your profit... substantial 


It’s good business 
to do business with Thermoid! 
May we tell you why? 


hermol 


Thermoid Company 
Special Sales Division 
Trenton, New Jersey 


Cll 
Cala 
e »D 
Call 
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pricing practices in the industry. And 
this is accentuated by the rising cost 
of doing business. Also the equipment 
jobber is meeting competition from 
unexpected quarters. 

But we are dangerously wrong when 
we start thinking and saying that all 
oil marketing equipment should be 
distributed through jobbers, and that 
the association should see to it that 
this is done, Mr. Quilter said. 

“Jobbing houses didn’t ‘just hap- 
pen.’ They came into being because 
they satisfied a certain economic ex- 
pediency. The only way they can earn 
continued existence is to continue ful- 
filling an economic need,” Mr. Quilter 
warned, adding: 

“No cut and ‘dried method exists for 
the distribution of any commodity. If 
a manufacturer of oil marketing equip- 
ment decides it is economically ex- 
pedient and more profitable for him 
to sell direct to the equipment user— 
or through manufacturer’s representa- 
tives—that is his privilege. 

“The equipment jobber fulfills this 
‘economic expediency,’ and he is be- 
coming just as indispensible in the oil 
equipment picture as the manufacturer 
himself. 

“It is becoming more profitable for 
both equipment manufacturers and 
equipment users to deal through job- 
bers. That trend will continue because 
the sound jobber offers both the man- 
ufacturer and the user certain profit- 
able advantages such as: 

“1. Time and place value to the 
equipment he stocks. 


“2. He relieves both the manufac- 
turer and equipment user of ware- 
housing problems. An oil marketer— 
whether major or Independent—is in 
the business of selling oil products. 
If he must tie up capital and divert 
employes to the stocking of equipment 
—simply to have an adequate supply 
on hand—his oil marketing effort 
suffers. 


“3. The local jobber provides a 
‘service’ that the equipment user can’t 
get from any other source. He stands 
behind his product, has the parts and 
personnel and the know-how to main- 
tain the equipment.” 


Catalogs—The co-operative catalog 
plan of the association is well under 
way. One jobber already has his book 
ready for distribution, and others are 
being printed. 

Under the program, equipment job- 
bers can publish a catalog for their 
customers at a very low cost—in some 
cases only about one-fifth the usual 
price. 
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TIRES—BATTERIES ACCESSORIES 


SHOWING THE CUSTOMER his worn fan belt is a vital part of a dealer's . . 


Formula for Fan Belt Selling 


Although fan belts constitute 
only a small part of the average 
marketer’s sales, oil company 
interest in them goes far beyond 
the dollars involved, 


Replacing fan belts has two bene- 
fits. First, it leaves the customer with 


WELL-ROUNDED INVENTORY of new fan belts is needed in an 
energetic sales program. Because of their low unit cost, a large stock 


is comparatively inexpensive 


the impression that the station opera- 
tor is giving his car special attention. 
And second, it provides a tidy profit 
for both the TBA supplier and the 
dealer. 

Here is what Norwood and Carlton 
Holladay, a father and son dealership 
team, have done to promote fan belt 


oa 


sales at their Esso station in Red Lion 
Circle, N. J., as reported by The Esso 
Dealer. 

“You asked about fan belts. Well, 
you might say that’s one of our best 
items. We've sold more than 20 belts 
in a day—one man has sold 12 in a 
day. During the summer months we 
average better than eight per day. 

“Our system is simple. We get the 
motorist in a friendly and receptive 
mood from the moment he stops on 
the driveway—a cheerful greeting be- 
fore we ask to fill the tank. Then the 
windshield is cleaned and gas served 
(with two men, these operations are 
done simultaneously). 

“If the hood release is on the out- 
side we go ahead and open the hood 
without asking. If it’s on the inside 
we just stand in front of the car and 
motion with our hands to indicate 
what we want. If the customer balks 
at opening the hood by saying that 
his oil and water are okay, we come 
right back at him with ‘I don’t worry 
so much about that, I just want to 
make sure your fan belt will get you 
where you're going.’ It takes a mighty 
tough customer to resist that appeal 
sO, One way or another, our percent- 
age of getting under the hood is close 
to 100. 

“You may get tired of hearing that 
‘get under the hood,’ but just remem- 
ber—you don’t sell anybody anything 
unless you can show them that they 
need it.” 

The Customer Sees—“Once that 
hood is open the belt is checked 
thoroughly. Even those new-looking 
ones can be cracked or greasy. If the 
belt shows signs of wear we suggest 
a new one be put on and the old 
one kept as a spare. If it’s badly worn, 
frayed or cracked we take the belt 


STACKS of old fan belts have been collected at 
Holladay’s station—ample proof that fan belts can 


become an easy TBA sale 
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the RCP-400 SELECTO-FLO 


DUAL UNITS / oispensers aut THe Time 





Ps 


~ 


a ae 





REMOTE CONTROL P 


The RCP-400 gives you the top performance of 
two motors and fwo pumps with this big PLUS — 


By a flick of an electrical control, a single motor and 
pump unit takes over pumping operation to all dispensers — 
gives uninterrupted delivery during repair or maintenance 
and permits balanced use of both motors and pumps. 


The RCP-400 has all these advantages: 


@ Built-in stand-by — a vital feature 


@ No untried, unfamiliar components — every part 
di . RCP-400 
proved in station use FOR PREMIUM 


@ Located above ground for fast, inexpensive maintenance 
@ No special service techniques or equipment required 

@ Simple, inexpensive piping installation 

@ Inexpensive 3-wire electrical system 


How the Gilbarco RCP-400 Selecto-Flo* System Works— 


The “A” dispensers on the pump island start and stop 
remote pump “A.” In like manner, “B,” “C” and “D” 
dispensers start and stop their corresponding pumps. 


However, by means of a simple electrical control, either 
pump within an RCP-400 unit can be made to supply the 
other group of dispensers. (The “B” dispensers 

operating the “A” pump and vice-versa.) 

OR — and this is the built-in stand-by feature of the 
RCP-400 Selecto-Flo System — both groups of dispensers 
(all six in this instance) can be supplied by either side 
(“A” or “B”) of the RCP-400. 


Write for complete information 
(other models available for remote pumping of either one or two products) 


FOR REGULAR 


Gilbert & Barker 
Manufacturing Company 
West Springfield, Mass. 
Toronto, Canada 
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right off the car (unless it’s one of 
these few real tough ones to get off) 
and show it to the customer. This 
approach rarely fails. 

“So that we don’t have to run back 
to the lube bay, each man carries a 
small box-wrench in his pocket for 
loosening the generator and getting 
the belt off quickly. Also, there is a 
large crowbar on the island to help 
with the hard ones and to put the 
proper tension on the belt when a new 
one is installed. With these two tools 
always right at hand we make quick 
work of belt installation—on some 





Mixes perfectly with all original 
equipment and other standard 
brand fluids! 


Will not freeze at low temp- 
eratures. 


Flare will not corrode brake parts 
9 or swell rubber cups—it's harm- 


less to use! 


Uniform quality is assured by 
close leboratory supervision! 


Flare performance is backed by 
twenty years manufacturing ex- 


perience! 





cars we can do the whole job in two 
minutes flat. That’s another sales point, 
too, for the guy who’s in a hurry. 

Sales Add Up—‘During the sum- 
mer a lot of our business is transient. 
We treat them just as though they 
lived around the corner because you’d 
be surprised how many of them make 
a special point of stopping again on 
their way back. We've built up a good 
‘regular’ transient trade. 

“Just a little sidelight on this fan 
belt business, you might be interested 
in knowing that the boys get 25 cents 
for every belt they sell. The quarter 








If you are interested in 
your own private brand 
of chemicals, we will be 
glad to discuss it with you. 











Hlare HYDRAULIC 
BRAKE FLUID 


Flare is available in 12 oz., pint, quart, 
gallon, 5-gallon (with special handy pour- 
ing spout), and 54-gallon containers. 


ot  - BELL co., Inc. 


411 North Wolcott Aven 


Chicago 22, Illi 





is paid to them immediately. They 
keep the quarters in their own Esso 
Truck Bank—those banks hold a lot 
but it doesn’t take too long for the 
boys to fill ’°em.” 


PERSONALS 


J. E. Bickel, former sales manager, 
parts and accessories division, of the 
Monroe Automotive Equipment Co., 
has been named merchandising direc- 
tor. Walter Nash, former Midwest 
sales representative, becomes sales 
manager for replacement shock ab- 
sorbers, and W. M. Clark, sales man- 
ager for replacement power steering 
units. 





Joseph A. Caskey, formerly with 
National Cash Register and Radio 
Corp. of America, has joined Hollings- 
head’s Special Brands Division. 

e 


L. J. McGrady has been named as- 
sistant advertising manager of Auto- 
Lite. He has been with the company 
since 1950, after some 18 years in 
the advertising field with other Toledo 
industrial firms and ad agencies. 

- 


R. J. Patrick is Dayton Rubber’s 
new manager of truck tire sales. He 
has had long experience in the truck 
tire field in Akron. 


S. A. Copeland, moves from Buffalo 
to become branch manager at Boston 
for Lee Tire. W. M. Earl has been 
transferred from Providence to replace 
Mr. Copeland at Buffalo, and F. W 
Seaback, formerly a salesman at the 
Hartford branch, takes over the Provi- 
dence managership. 


L. M. Gay, former manager of 
Exide’s Cincinnati branch, has been 
moved to Cleveland. He replaces W. P. 
Roche, granted an indefinite leave of 
absence. 


T. O. Lee has been named sales rep- 
resentative for Pennsylvania Tire Co.’s 
Kentucky territory. Mr. Lee, former- 
ly in direct mail advertising, will make 
his headquarters in Louisville, Ky. 

& 


Daniel R. Buzzard is new manager 
of merchandise distribution for the 
Seiberling Rubber Co., replacing 
Oliver H. Wolcott, who has retired. 
Both have been with Seiberling since 
the company’s founding in 1921. Jesse 
H. Bert becomes assistant merchandise 
distribution manager. 
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Great, New 
Fall Campaign 
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Ringing for Sinclair Dealers. -. 


Last Spring was the kick-off! Sinclair presented its Dealers with two great, 

profit-making products, Sinclair POwER-x Gasoline and Sinclair EXTRA DUTY 

Motor Oil — backed with the greatest advertising barrage in its history. 

Sinclair Dealers’ registers really rang. Now — more good news for Sinclair 

Dealers — Sinclair launches a terrific follow-up campaign — Life, Saturday 

Evening Post, Collier’s—hundreds of newspapers— Radio, TV— 

eye-catching point of sale displays. It’s a campaign designed By 3 Nl Cc L A k Le J 
to keep Sinclair Dealers busy at the pumps and at 

their cash registers! 


Why don’t you join the 2,168 new dealers who switched to 
Sinclair last year. Contact your nearest Sinclair Representative or write 
Sinciair Refining Company, 600 Fifth Avenue, New York 20, N.Y. 


Ask about the Sinclair TBA Franchise featuring Goodyear — the greatest name in rubber! 
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BIGGEST VALUE 
TIRE CHANGER 
COATS 


IRON TIREMAN 


Does More... 
Costs Less 


@ Handles all plies, all 
sizes passenger car 
tires, and li de- 
livery truck 

@ Frees toughest tire 
from toughest rim. 


@ Saves time, manpow- 
er, backbreaking work. 


@ Easy to use, easy on 
tires, 





t Recommended for 
NOW ... New y tubes, ety 
Improved Coats wheels, tubeless tires. 


Tubeless Tire @ Tested, 
Mounting Band. 
than ever before. 


Write for Free Illustrated Literature 


JACK HENNESSY SALES Co. 
National Distributors 
P. ©. Box 22, Audubon Station 
New York 32, N. Y. 
e 
West Coast Division, P. 0. Box 190 
Von Nuys, Calif. 











COATS COMPANY, INC 





Fr samfplr.. 


1G x6" LAB-CHAMOIS 


Gone are the days of paying big prices 
for Chamois Now Lab-Chamois does 
the job better at a fraction of the cost. 
They SELL LIKE HOT 

tomers. They save you RE 


ORDER t TODAY! 


H Sena One Free Sample Lab-Chamois. 
pont See Free ane Free, Leb-Chamois. plu give 12 Lab- 
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Why Did Holiday Tire Sales Fall Short? 


By 
Frank C. Sturtevant 


Now, while the events are still fresh 
in mind, let’s raise the question of 
what happened to replacement tire 
sales in August. With a few excep- 
tions, both oil companies and rubber 
companies noted a falling off in tire 
volume for August compared with 
August, 1952. 

August is the month when the pre- 
Labor Day tire promotions, third in 
the traditional summer series, hit their 
peak. At least they do for the U. S. 
tire industry. Canadians don’t worry 
about holiday tire promotions be- 
cause they don’t have them. 

There have been plenty of criti- 
cisms directed at the holiday tire pro- 
motions, largely because of the price- 
cutting features, although charges of 
misleading advertising were also 
raised last year. The misleading ads 
offered a pair of tires, the first one at 
“full price” and the second one at 
“half price.” The average price of the 
pair of tires always turned out to be 
the same or more than the prevailing 
holiday sale price. The so-called “full 
price” was the list price, less trade-in 
allowance; but the special offers al- 
ways required the owner to turn in a 
pair of old tires. 

Sale Prices Again—Among others 
the National Congress of Petroleum 
Retailers passed resolutions con- 
demning the ads, and tried to get the 
Federal Trade Commission to outlaw 
them. Perhaps because of the many 
complaints similar copy did not ap- 
pear this summer. But the $11.95 
price and other bargain sale prices did 
appear promptly with the Memorial 
Dav tire campaign in May. And in 
reality it is the cut prices rather than 
the deceptive advertising which is at 
the root of dealer grumbling. 

Rising dealer resentment might be 
discounted as long as tire sales re- 
mained good. Up until August service 
station dealers were actually selling 
more tires, even though the cut prices 
took a bite out of profits. Here and 
there a dealer could be found who 
said that the cut price tire signs actu- 
ally brought in more tire prospects. 

Through Memorial Day and 
Fourth of July this past summer the 
$11.95 price was seen on the A-boards 
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and the window banners at many 
service stations. The dealers went 
along with the rubber industry pro- 
gram of advertising cut prices during 
the peak of the tire selling season. 

Volume Dropped—The same tech- 
nique was used in the pre-Labor Day 
advertising, but for reasons no one 
can understand, the dollar volume was 
disappointing. TBA men are specu- 
lating as to possible causes. 

The head of one TBA department 
suggests that there have been too 
many special holiday promotions, to 
the point where they have lost their 
punch. He wonders if dealer partici- 
pation is on the surface only, and 
suggests that dealers may be suffering 
from a cumulative indifference bred 
of repetition and short profit. 

Or there may have been unseen 
factors that caused the public to go 
slow on tire buying at that particular 
time. The logical inference from such 
an argument is that the holiday tire 
advertising has little effect on the car 
owner. He may buy when he does just 
because it’s summer, and because the 
holiday is ahead. Perhaps a Sept. 7 
Labor Day comes too late to serve as 
a needle to the would-be tire buyer. 

Bad Sales Guess?—From several 
points comes the suggestion that the 
size of the tire replacement market for 
this year has been overestimated. It 
may be recalled that there were a 
number of forecasts at the beginning 
of the year predicting that 49,000,000 
passenger tire replacements would be 
sold during the year, as compared 
with 46,000,000 the year before. 

One company noted a tapering off 
in its tire sales even before August. 
The heads of the TBA department 
now think the industry figure for the 
full year will not equal 48,000,000. 
Some say the total might even fall off 
to somewhere near the 46,000,000 
sold in 1951. 

Few give any serious weight to the 
possibility that car owners may be 
holding off in the expectation that 
tires will be cheaper. 

Gasoline consumption apparently 
held up well right through August. 
The local gasoline price wars, the 
mounting gasoline stocks in storage, 
and the cutbacks in refinery runs, all 
of which appeared in recent weeks, 
are the result of cumulative expansion 
in refining capacity, rather than a re- 
duction in consumer demand. 

If car owners used a lot of gasoline 
in August, then they drove a lot of 
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miles, and gave their tires a lot of 
wear. Why did less than the normal 
number buy new tires? 

Tire Life Factor—There is one 
possible cause, although why it 
would begin to take effect at this 
particular time is a little puzzling. 
This cause, which many of us do not 
think about, is the improvement in 
tire quality, and consequent longer 
tire life. 

This is a factor that is easy to for- 
get. We all recall rubber company 
announcements in recent years of 
successive advances in tire manufac- 
ture. First it was pointed out the tires 
turned out right after the war cost no 
more and lasted a lot longer than any 
prewar tires. 

Then cold rubber came along and it 
was generally agreed that tire treads 
would wear longer as a result. Other 
improvements have been made in rub- 
ber processing and tire design, ail to 
lengthen tire life. 

If there is any foundation at all in 
these claims, there must come a time 
when the car owner won't be back so 
fast for another set of tires. His old 
ones will still be good. There will be 
a temporary lag in demand, and mar- 
ket forecasts will have to be recalcu- 
lated on some as yet unknown ratio 
between tire replacements and car 
registrations. 

Looking Ahead — Whatever the 
true reason for the pre-Labor Day 
fizzle, there will be much reflection 
in rubber company offices as adver- 
tising campaigns are mapped for next 
year. What to do next year? Repeat 
the bargain-sale type of promotion? 
Or hunt for some other effective 
means of stirring the car owner into 
action come next Memorial Day? 

Oil companies, if they follow past 
practice, will hold off their decisions 
on tire advertising until they hear 
from their tire suppliers. Only one oil 
company had ready a fall tire cam- 
paign. It got under way last ‘month, 
and according to early reports, is 
doing fine. 

For the most part the emphasis in 
the oil industry now has swung to fall 
changeover promotion, to batteries, 
and to antifreeze. 


... in brief 


Tire Repair Manual 


Camelback and tire repair materials 
made by Lee Tire & Rubber Co. are 
described in a new 10-page booklet, 
intended as a shop reference manual. 
Included are suggested curing times 
and storage instructions. 





“the man at the bottom of the hill 
is getting the tire chain business” 


Few motorists think about buying tire chains 
until slippery roads catch them unprepored. 
Then they buy at the handiest spot: 

“the bottom of the hill.” 


Sell your customers 


CAMPBELL (i finfoiced CHAINS 





before it snows! 


Only Campbell provides patented 
Lug-Reinforced construction. Extra metal in 
the lugs means extra wear . . . greater 
traction. National Safety Council Tests show 
that reinforced tire chains increase stopping 
ability nearly 3 times, and starting and 
climbing traction 4 to 7 times. 


Campbell offers this sure-fire program to 
put your stations at the top of the sales heap: 





@ Modern, colorful package is easy to display, 
stores better, keeps chains neat in car trunks. 


@ Compbell’s eye-catching banners, ad-mats, 
post cards and display suggestions 
provide forceful merchandising. 





@ Campbell pre-sells your customers witl 
regular advertisements in SATURDAY 
EVENING POST and COLLIER’S. 


— -- -- e e e 


Make your “winterizing” program 
complete. Write for details. 


CAMPBELL CHAIN @Gomsauy ae 


O 
t Burlinat lowa: Portland Yregor ' ‘ ains 
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TIRES — BATTERIES — ACCESSORIES 


DISPLAY is one 
phase of the successful 
TBA program used by 
Leigh E. Morden, 
Lansing, Mich., jobber, 
who took on his sup- 
plier’s TBA line and 
after four years 





ACCESSORIES are stored neatly on warehouse shelves so that items can be found easily for inventory and replacement 


«3 Be trey £2 


WAREHOUSE that supplies the $100,000 annual TBA business is combined with a service station and oil storage facilities 
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Selling TBA... 


“It’s easy,” says jobber 
E. Morden, of Lansing, Mich., 
and he has the fi that prove 
it—a quadrupled annual volume 
in just four years, with total sales 
now past the $100,000 mark and 
still climbing. 


Like many other jobbers, Mr. Mor- 
den coneentrated on petroleum prod- 
ucts for many years at the expense 
of TBA promotion. A distributor of 
Socony-Vacuum products since 1932, 
he didn’t take on the supplier’s TBA 
line until four years ago. Now his 
Morden Oil Co. has found that TBA 
sales can be multiplied by simply ask- 
ing for the business. 

Use Socony Program—Mr. Mor- 
den’s sales organization merely picked 
up the Sooony-Vacuum TBA program 
with its dealer merchandising aids and 
made it available to all 18 Morden r | i 
dealers. (ii aoicer COSTS 

Morden service station men say 

this program has two outstanding fea- 
tures: the Mobil tire tread gauge, and 
the Mobil battery tester (Start-O- 
Scope). If there is a genuine need, 
these devices prove to the motorist 
that he should buy new tires or a new 
battery. After he has seen a reading 
of “inadequate” on one of these de- 
vices, he can hardly refuse to buy 
without feeling foolish, 

12-Volt Batteries — One Morden 
dealer was among the first in the 
country to make use of a new Mobil 
window banner offering to recharge 
12-volt batteries. This dealer installed 
a 12-volt battery charger and beat 
Socony’s fall battery promotion by 
putting the banner in his window 
immediately. 

Credit Cards Help—Morden Oil is 
trying hard to widen the use of So- 
cony-Vacuum credit cards as an aid 
to increasing TBA sales. Both tires 
and batteries are sold under the Mobil 
brand, and Morden dealers say that 
holders of Socony-Vacuum credit 
cards are easily influenced to use their 
cards to buy that TBA brand. 

Deliveries of TBA merchandise to 
Morden stations are still made by 
the gasoline tank trucks in spite of 
the growing volume of TBA business. 

Mr. Morden hasn’t started worrying, 
however, about getting so much TBA 
business that delivery of merchandise 
will become a major problem. He 
intends to go right on pushing sales 
upward with the selling plan that has 


re] 4/1018) | ERSEY 
tecture §=MARLOW PUMPS “°° * 


afraid to ask customers for business. 


fo Spree a le liverte s 
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Stop-Turn Signals 


New heavy-duty vapor and explo- 
sion-proof stop and turn signals are 
available from the Betts Machine Co., 
Warren, Pa. The large face-mounted 
lamps meet SAE recommended pro- 
cedure, ICC and state requirements 
and are guaranteed by the company 
for 10 years. Each is completely wired 
and ready to install. A “Snap Seal” 
holds the plastic lens “bubble-tight” in 
the cast aluminum alloy reflector. 
Lenses come in red, amber, green and 


clear colors. The reflector is corrosion- 
resistant and a rust-proof live-rubber 
“spring” seals the socket maintaining 
a firm contact between the bulb and 
pigtail rivet wire connection. The B-70 
lamp fits in a 4%4-inch diameter open- 
ing and socket nuts are threaded for 
connection to tubing for installations 
requiring enclosed wiring. 


New Snow Brush 


Sno-Chaser is the name of a new 
combination brush and scraper for 
snowy windshields, made by the Na- 
tional Brush Co., Aurora, Ill. On one 
end of a 24-in. handle is a red fiber 
brush. At the opposite end is a plastic 
ice scraper, which can be removed 
from the slotted handle for close work, 
or left in place for longer reaches. 


that smile 


FILL HIS CRANKCASE WITH 
CHAMPLIN HEAVY-DUTY HI-V-1 MOTOR 
OIL AND HIS ENGINE WILL HAVE 
COMPLETE PROTECTION FROM 
QUICK TEMPERATURE CHANGES 





CHAMPLIN REFINING COMPANY 
* 


ENID, OKLAHOMA 


GENERAL SALES OFFICE 
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AND THE COLD DAYS AHEAD! 


@ As a dealer, know that 
car, truck tractor ines 
labor under difficulties during 
cold winter months. Because 


Mirror Tension Swivel 


A new mirror mounting has been 
brought out by Yankee Metal Prod- 
ucts Corp., Norwalk, Conn. It is 
called the “Perm-A-Just” tension 
swivel and consists of a ball socket 
arrangement with an internal tension 
spring. It permits the driver to set the 
mirror to suit his convenience without 
the use of lock nuts or set screws. The 
new mirror also features a replaceable 
offset head which permits 80-deg. ad- 
justment, both horizontal and vertical 


of this, they need extra protection... 
and get it, with HI-V-I’s heavy-duty 


service. You can be sure you are 


brication when 
Duty HI-V-1, Mil 


ving your customers the finest in 
h offer them Heavy- 
2104 grade motor oil. 


Write, wire or phone for information on a 


dealership in your territory. 
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Complete warehouse stocks of Ht-V-! 
motor oil are available at: Enid and 
Oklahoma City, Oklahoma; Superior, 
Omaha; Grand Island and Lincoln, 
Nebraska; Hutchinson, Kansas; Mason 
City and Rock Rapids, lowa; Denver, 
Colerade, and Amarillo, Texas. 
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REGIONS i interpreting the oil news 


Midwest 


By Leonard Castle 


Discounts Can Lose Money—M. J. 
(Mike) Burns, oil jobber in Spring- 
field, Ill., enters the discussion about 
price cutting with the declaration that 
“everyone is getting a bigger bite. by 
far, out of the total sale than we are 
in the petroleum industry.” 

In a letter to the Illinois Petroleum 
Marketers Assn., Mr. Burns cites the 
example of a major company service 
station dealer in Springfield who was 
approached recently by the driver of 
a large transport truck. The driver 
asked whether the dealer gave a dis- 
count for sales of 100 gal. or more, 
and whether he used services of the 
National Credit Card System. The 
dealer answered in the affirmative to 
both questions. 

When the truck driver said “fill ’er 
up,” the dealer smiled, gladly put in 
100 gal. of regular and made out the 
credit card invoice. When the sale was 
completed, the dealer handed the 
trucker 272 savings premium stamps. 

“Up to now, all was fine and 
dandy,” Mr. Burns said, “and I’m 
sure the same thing has happened, and 
is happening the same way all over 
the state of Illinois. But . . . 1 threw 
a wet towel over the premises when | 
told my friend and his wife they lost 
money on the sale .. .” 


In Black and White—As proof of 
his contention, Mr. Burns drew up 
this table: 

100 gal. reg. at posted price $29.20 

Less 

100 gal. reg. discount @ 2¢ 2.00 

Illinois sales tax (less state tax) 44 

National credit card 6% on discounted 

Premium stamps ; 

Operator's rent @ 1¢ per gal. 

Envelope and stamp for credit invoice 

Use of restroom, electricity, wages of 
attendant (12 minutes) oy .26 


Total . _.. $23.32 


The dealer, Mr. Burns pointed out, 
actually lost 18¢ on the transaction 
because at the time of delivery he paid 
$23.50 for the 100 gal. of gasoline. 
And those figures did not take into 
consideration the time spent by his 
wife on bookkeeping, banking and 
handling premiums. 

“Naturally, there were silly grins on 
all faces, and a big hearty, hollow 


laugh when the operator made the 
statement that on top of it all he had 
told the driver to be sure and stop on 
his way back,” Mr. Burns said. 


Profit Is Small—‘How silly can we 
get? Some will say he was foolish to 
pay the $1.63 for the credit card serv- 
ice. This is debatable. At least he didn’t 
accept a bad check, or put it on the 
book for 45 days or more. If he de- 
ducted the expense of the credit card, 
he still would have made only $1.45 
on the 100 gal. sale, or in other words, 
10 such sales (1,000 gal.), and he 
would have made the princely sum of 
$14.50, and if he can pay his attend- 
ant, wife, and himself anything fair 
out of $14.50 . . . he is a better guy 
than I am. 

“Some say that the operator is a 
glutton for punishment. Maybe so, 
but if you take his selling price against 
his purchase price, you will see he had 
an original margin of 5.7¢, which is 
far better than most operators receive. 

“Of course, the moral of this trans- 
action is: ‘Are all of us, both jobbers 
and service station operators, taking 
what we actually receive against what 
our costs are, to arrive at whether the 
sale was warranted or not?’ 

“Maybe this is an answer to some 
of the ills in our industry,” Mr. Burns 
concluded. “It appears from here that 
everyone is getting a bigger bite, by 
far, out of the total sale than we in 
the petroleum industry. This is cer- 
tainly not right! What are we going 
to do about it? Each one of us should 
answer this, and then do something 
about it.” 


Atlantic Coast 


By 
Raymond E. Bjorkback 


Petroleum Marketing Course — 
Higher education in oil marketing has 
just been born in Brooklyn. To the 
best knowledge of the founders, the 
new course at Brooklyn’s Institute of 
Applied Arts and Sciences is the first 
college course in petroleum marketing 
in the world. 

And the “fervor and enthusiasm” 
of the 52 initial enrollees is “terrific,” 
according to their instructor, Max 
Streisand, a former oil man. 

The students anticipate that the two- 
year course will enable them to swing 
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into marketing several notches higher 
than the average apprentice, and climb 
higher. They're impressed with petro- 
leum as the “greatest industry in the 
world” and its need for men with spe- 
cialized schooling. 

As for the founding oil men, they're 
satisfied that the training being pro- 
vided in the Brooklyn unit can go a 
long way toward meeting the indus- 
try’s requirements for petroleum tech- 
nicians, and sales and business man- 
agers in the metropolitan New York 
area. 

One feature of the course is a pro- 
vision for a co-operative work-study 
program for second-year students. 
This will give them paid work ex- 
perience in the industry as they com- 
plete the course. 


High School Course First—This 
new course in petroleum marketing 
grew out of the enthusiasm generated 
over an oil-heating course established 
in the New York City vocational high 
schools. A petroleum education com- 
mission was formed by oil men to set 
up this high school oil heating pro- 
gram in conjunction with the city’s 
advisory board for vocational and ex- 
tension education, and the Board of 
Education. 


A state charter was granted on 
June 27, 1952, bestowing on petro- 
leum education an official and legal 
status. It made contributions exempt 
from taxes and established oil market- 
ing instruction on a technical as well 
as vocational basis. 


College Course—The industry group 
labored for months with the help of 
school officials, on a proposed univer- 
sity course in petroleum distribution 
technology. This was finally approved, 
and provisions made to start the 
schooling in Brooklyn on a (full-time) 
day-student basis. The hope now is to 
extend it to evening classwork for 
persons already employed in the in- 
dustry. 

The course is designed to (1) give 
the student a good introduction to the 
fundamentals of the industry, and (2) 
school him in the sale, transportation 
and distribution of products to and 
through bulk plants and terminals. 

It is an oil man’s course, since a 
representative industry group outlined 
it. The jobber, the oil heat man, and 
the service station operator as well as 
the refining company were represented 
in the group. 

Immediate Popularity—The indus- 
try men encountered a disturbing lack 
of literature on petroleum distribu- 
tion. But that didn’t stop them. A pe- 


67 





REGIONS 


troleum education foundation they'd 
formed put up $1,000, the state put 
up another $1,000, and a respectable 
little library now is being assembled. 

In addition, the foundation came 
up with a $3,000 fund for a number 
of cash scholarships, valued up to 
$300. Granting of these is to be on 
the basis of need. And there are more 
applicants for them than can be ac- 
commodated. 

It was the same with applications 
for enrollment in the first class. This 
was intended to be limited to 25 stu- 
dents. Sixty-five high school graduates 
applied. Finally, the school authorities 
agreed to accept the aforesaid 52. 

Since the institute is a community 
college, tuition and fees are modest. 

Dr. Otto Klitgord is director of the 
institute. Mr. Streisand, who was em- 
ployed to teach the petroleum class, 
has spent 18 years in the industry. He 
formerly sold for Gulf and Socony- 
Vacuum and has owned and managed 
garages and service stations in the New 
York City district. 

The industry men directly involved 
in getting the course launched are: 

L. T. White, Cities Service, chair- 
man of the foundation; Henry 
Schwartz, Paragon Oil Co.; Herschel 
C. Smith, president of American Oil 
Co.; John Harper, Harper Oil Co.; 
Anthony J. Sbare, Sbare Automatic 
Heat, Inc.; Philip H. Schepp, New 
York Heating Oil Assn., Inc.; Sam- 
uel Rosenwasser, New York State 
Council of Gasoline Dealers; Henry 
Mueller, Shell Oil; Robert Gray, Fuel- 
oil N Oil Heat; John F. Albright, 
Socony-Vacuum; Kenody R. Ware, 
Sun Oil Co. 


Pacific Coast 


By Frank Breese 


roppers—The 
Sunset Oil Co, held a “dealer meeting” 
on television the week it brought out 
its new premium gasoline in Los An- 
geles. 

The show, staged by the advertising 
agency, was put on to tell dealers 
about the new product. A regular 
meeting for Los Angeles dealers had 
been held two days before, but the 
TV session was held ostensibly for 
dealers who were unable to attend the 
earlier meeting. 
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The gimmick was this: ads and 
commercials told the public not to 
tune in on KTTV at 10 p.m. because 
the time had been sold for a private 
sales meeting. However, the circuit 
was not closed. The agency hoped to 
attract viewers with the lure of crash- 
ing a private meeting; then the viewers 
would hear all about the new gasoline. 

The show was conducted like a 
regular dealer meeting. The purpose 
was to tell dealers about the product, 
explain the sales pitch and outline the 
advertising and sales promotion cam- 
paign. 

A feature of the program, educa- 
tional for the public as well as dealers, 
was an A-B-C rundown on new en- 
gines and fuels by Herbert B. Miller, 
Sunset’s chief fuel engineer. Mr. Miller 
explained in simple terms what com- 
pression ratio is and demonstrated on 
a cutaway engine why new fuels are 
required. He told of Ethyl Corp. road 
tests to check the new Sunset fuel and 
to see how it compared with others. 


It’s the Additive — Although the 
octane rating has been jacked up to a 
stated “92-plus,” the real feature is an 
additive, the formula of which is a 
secret, which supplements the Ethyl 
compound. Mr. Miller pointed out 
that there is a normal power loss when 
an engine is revved up. Thus a gaso- 
line may have a 91 octane rating at 
1,500 rpm but only 85 at 3,000 rpm. 

Object of the additive is to explode 
the gasoline faster at high speeds to 
cut the power loss. Mr. Miller claimed 
that Sunset’s new fuel dropped only to 
90 octanes at 3,000 rpm while an un- 
identified major company gasoline, 
with the same initial octane rating, fell 
to 85. 

Morton Sterling, executive vice 
president in charge of manufacturing, 
started working on a new product a 
year or so ago. Idea was to develop a 
fuel especially for cars with automatic 
drives. Mr. Miller, a fuel expert from 
way back (15 years with Standard of 
Indiana), had the job of doping it out. 

They call it “A D” (for “automatic 
drive”). Additive-gasolines are spread- 
ing in the premium field with Shell’s 
TCP, Conoco’s TCP, Frontier’s RTG 
and now Sunset’s AD. 

The Barnes Chase advertising agen- 
cy cited three advantages in holding a 
dealer sales meeting on TV: (1) it car- 
ries the story to dealers and employes 
who can’t get to a meeting; (2) it pre- 
sents closeups of demonstrations and 
equiprnent more clearly than they 
would be seen from a distance in an 
auditorium, and (3) the cost—about 


$800—is cheaper than hiring a hall 
and buying a dinner. 

Big thing, of course, was the agen- 
cy’s hope that a peeking public would 
spy on the show. 


Out of the Field—Sunset’s service 
stations are no longer in the price-cut- 
ting field. Moreover, the company in- 
tends to feature quality products and 
charge full prices. That’s the word 
from J. Dave Sterling, president. 

In the early years of serve-yourself 
and multi-pump stations, Golden Eagle 
(the company’s brand name) stations 
went in for rough and tumble price 
cutting. 

In recent months, most Golden 
Eagle stations have been posting 26.9¢ 
per gal. (including 8¢ state and federal 
taxes) for regular gasoline. That’s a 
penny above most Independent post- 
ings and a penny under the typical 
major prices. The company has raised 
its premium gasoline a cent, so at 
30.9¢ a gal., it’s just 0.2¢ off a typical 
major price. 

Mr. Sterling said the policy is based 
on this belief: the Independents’ prod- 
uct has got to be at least as good as the 
majors’ product to win public accept- 
ance. Thus, a quality product should 
be priced so it will not be regarded as 
some cheap thing. A good price means 
solid profit. 


Truckers Are Relieved—Southern 
California tank truck operators heaved 
a sigh of relief when a federal court 
killed a rate reduction granted to the 
railroads the other day. The tanker 
operators make their money hauling 
petroleum products into Arizona and 
New Mexico from California and 
Texas. They claimed they’d go broke 
if the low rail rates went into effect. 

When notified of the decision, Lloyd 
Guerra, general manager of Cantlay 
and Tanzola, one of the biggest tanker 
companies, exclaimed, “I’m speechless 
. .. I was going to dictate some letters, 
but I don’t think I can now.” 

The matter is still open because the 
railroads can appeal to the U. S. Su- 
preme Court.. They can also file a new 
request with the Interstate Commerce 
Commission. 

The rails wanted to lower their rates 
to prevent Standard of California and 
Texaco from building a pipe line. The 
question now is: if rates remain the 
same, will the oil companies build a 
pipe line to get lower rates for them- 
selves? 

The railroads warned that would 
happen and said both the tank-truck 
operators and rail carriers would lose 
the oil business then. 
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Put yourself in their place! 


UT yourself in the place of The K-T Oil 

Corporation of El Dorado, Kansas . . . and 
you'll be doing a bang-up job of selling tires 
and making money. K-T and Miller Rubber 
Company have teamed up to get a growing 
share of the tire business in the Sunflower State. 
Miller not only supplies this aggressive petro- 
leum marketer with a complete line of quality 


passenger car, truck and farm tires . . . but helps 
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sell them with its enterprising TBA merchan- 


dising programs. 


You, too, can increase TBA sales and profits by 
teaming up with Miller. For complete informa- 
tion on the Miller protected-territory franchise, 
write Dept. NM-10, Oil Division, Miller Rubber 
Company, a Division of The B. F. Goodrich 
Company, Akron, Ohio. 





‘Surplus’ Facts Should Be Told to Public 


Now that it appears the oil industry is prob- 
ably in for a series of announcements of price 
reductions, here in the U. S. and out over the 
world, will the individual oil companies please 
make it clear to officers of governments and to 
the general public, just why the industry is in its 
present predicament; namely: 


That the industry is truly responding to 
the natural operation of the economic law 
of supply and demand, a law which it had 
violated voluntarily at the request not only 
of the U.S. government, but also at the re- 
quest and even demand of the governments 
of other oil producing countries and, in ad- 
dition, of the governments of countries that 
do not produce oil but have been favored 
with the construction of refining capacity 
all in line with our effort to put these gov- 
ernments on a stronger foundation for the 
good of their people and for civilization’s 
greater protection against the spread of 
Communism. 


This last paragraph is a true statement of one 
of the most unusual and important facts perhaps 
in history—that a big industry got out on an 
economic teeter-totter of balancing an oversupply 
of today’s market against a reasonable price at 
the request and demand of governments, well 
knowing the dangers of its position yet making a 
sincere and world-wide effort to make the idea 
work. 


The industry today is at the highly critical 
moment of this teeter-totter business where the 
situation may need some human force that critics 
are likely to condemn as a violation of our anti- 
trust laws. The great question is whether the indus- 
try can itself work the scheme out without engag- 
ing in anything which even our most suspicious 
anti-business minds can call an unlawful conspir- 
acy or whether it must have government help. And 
if the latter, then the further question of whether 
the industry will be able ever to get out from 
the clutches of our own government, to say 
nothing of keeping from getting further into the 
clutches of foreign governments. 


So, when oil companies reduce their prices, 
as they may have to if “surpluses” get any 
heavier, let a clear statement be made to the 
industry and the public giving the figures that 
brought down the price and clearly, each time, 
explain why the “surpluses” happened; that is: 


—That starting several years ago the U.S. gov- 
ernment asked the oil industry to provide a reserve 
against possible war of at least 1,000,000 b/d 
of excess crude oil production, of excess pipe 
line transportation capacity, of excess refinery 
storage and distribution capacity. 

—That in the past year this goal has been raised 
to a minimum of 1,500,000 b/d. 

—That abroad, well aided by the U.S. govern- 
ment—which was constantly advised of the oil 
companies’ plans and activities and approved of 
them when necessary—the industry had found 
and developed vast reserves and current supplies 
of crude and refinery products at great expense 
and at great risk of free American capital. 


—That at the specific request: of the American 
government, the oil industry has built big and 
even commercially unneeded refinery capacity in 
foreign lands. 

—That these foreign refineries are being re- 
quired by those countries to manufacture beyond 
local needs and to force that excess, made with 
American money, into world markets at lower 
and often unprofitable prices, prices so low that 
they are threatening the profitableness of the 
domestic American market and that market's 
ability to bring from American oil fields enough 
crude oil to properly protect this country in 
time of war. 

—That all this has been done strictly in accord 
with the law of these lands and at the legal de- 
mand of these countries and that there is also 
every reason to believe this has been done in 
conformity with the law and best interests of 
the U.S., if the law is fairly and honestly in- 
terpreted. 


The companies should put this true story of 
the why-for of our “surpluses” in every news- 
paper “handout” announcing price changes, or 
additions to plant and equipment to carry out 
this plan of our government. They should include 
it in whole or in part in every advertisement 
in every news radio broadcast and, finally, em- 
phasize it to all employes at every meeting, and 
a few extra meetings to-boot. 

If the oil industry shows that it is making a 
determined and straight-forward effort to inform 
its people and its customers, the “good politics” 
boys at Washington may not feel quite so free 
to nail the industry’s hide on the barn in order 
that they can say proudly (?) to the voting public 
“Look-it, we've done killed a bear. Vote for us.” 
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EQUIPMENT: Hewitt-Robins Monarch® 
Fuel Oil & Distillate Hose. 


LOCATION: Spartan Oil Company, Dover, 
New Jersey. 


OPERATION: Delivering fuel oil and gaso- 
line. 


PERFORMANCE: This Hewitt-Robins Fuel 
Oil & Distillate Hose, used on the trucks 
owned and operated by the Spartan Oil Com- 
pany, has given trouble-free service for over 
eight years. The drivers of these trucks 
especially like Hewitt-Robins Hose because 
of its great flexibility, easy reeling, light 
weight and ‘live action’. 


TWICE THE LIFE AND STILL GOING STRONG 


RESULTS: The Spartan Oil Company reports 
that Hewitt-Robins Fuel Oil & Distillate 
Hose lasts twice as long as other hose used. 

For a hose that is durable, light and flexi- 
ble, always specify Hewitt-Robins Monarch 
Fuel Oil & Distillate Hose, the original tan- 
cover hose. It resists abrasion and weather- 
ing and it won’t mark or smudge driveways. 


For complete information regarding 
Hewitt-Robins Fuel Oil & Distillate 
Hose or any Hewitt-Robins industrial 
hose, contact your local Hewitt Rubber 
Distributor (See “Rubber Products’’ 
Classified Phone Book). 


HEWITT (ROBINS 


Executive Offices, Stamford, Connecticut 


DOMESTIC DIVISIONS: Hewitt Rubber 


Robins Conveyors © Robins Engineers «+ 
FOREIGN SUBSIDIARIES: Hewitt-Robins (Canada) Ltd., Montreal «+ 


Restfoam 
Hewitt-Robins Internationale, 


Paris, France * Robins Conveyors (S. A.) Lid., Johannesburg * EXPORT DEPARTMENT: New York City. 
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Discounts End But Fuels Remain Easy 


By Frank Holman, NPN Staff Writer 


Summer-fill discounts on light fuel oils came 
to an end on Oct. 1 but primary suppliers as well 
as other trade sources were skeptical over the 
ability of prices to hold at the higher non-dis- 


count levels. Hot weather also contributed ma- 
terially to pessimistic reports on the status of 
distillates—demand came virtually to a stand- 
still as temperatures in some north central states 
soared to the 100-degree mark. 


Along ‘the Atlantic Coast, however, there was some 
concern over stoppage of certain tanker movements by 
the deck officers’ union. Several sources said halted ship- 
ments couid stiffen light fuel oil prices overnight, regard- 
less of weather. There were others, though, that believed 
the general supply situation was such that it would be 
two to three weeks before any pinch would be felt in 
supplies. 

Coincident with withdrawal of its 0.5¢ summer-fill dis- 
counts on tank car and yard prices for light fuels in metro- 
politan New York area, Socony-Vacuum Oil Co. on Oct. 
1 advanced its tank wagon prices by the same amount. 
(See P. 82 for new prices.) 

In so doing, Socony restored its New York City tank 
wagon prices to status of last Spring when company 
started offering 0.5¢ summer-fill discount from tank car 
and yard prices. Tank wagon prices at that time were 
cut 0.5¢ with no discount allowed except on delivery of 
300 gals. or more of kerosine and No. 2 fuel and 800 
gals. or more of Diesel fuel. 


In the Midwest, refiners who had extended summer-fill 
discounts on distillates (generally 0.25¢) for 30 days from 
Sept. 1, allowed them to expire without further announce- 
ments. 

On the other hand, there was sharpened interest noted 
in residual fuels in the Midwest because refiners believed 
“low” price of $1.10, Group 3, quoted for September to 
many large consumers, including the railroads, would dis- 
appear in October. 

One refiner, however, said he had lost out in bidding 
to supply a large Midwest consumer with No. 6 fuel at 
$1.15 because a competitor had offered product over 
October at $1.10. Railroads also filled their sharply re- 
duced requirements for October at $1.10—same price as 
paid last month. 

Recent “low” bids for city and state business in Michi- 
gan were unsettling to heavy oil prices in that area, ac- 
cording to some in the trade. Roseline Oil Co. was appar- 
ent low bidder with firm price of 7.2¢ per gal. to supply 
city of Flint with 1,200,000 gals of No. 6 fuel on keep- 
full basis for one year beginning mid-October. 

Roseline’s price, less 1% for payment in 30 days, was 
slightly lower than next lowest bid of 7.15¢ gal. net 
tendered by J. V. Throop, of Ypsilanti, who holds expir- 
ing contract at 6.93¢. Sun Oil Co. was the only bidder 
not to quote firm for the entire year. Sun bid 7.25¢ to 
Dec. 31, price not to exceed 7.5¢ to June 30, 1954, and 
company’s own posted open market price, date of ship- 
ment, for balance of contract period. 

Gasoline reports tended to conflict. Some said reduced 
refinery runs and satisfactory takings by contract buyers 
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were keeping interior markets steady, but gasoline was 
weak in the Gulf Coast market and those interested in 
northern markets said “discount” gasoline appeared to be 
available in increasing volume at certain Great Lakes 
Pipe Line terminal points. 

A significant development was disclosure that Armed 
Services Petroleum Purchasing Agency is planning to 
shift a substantial part of its procurement from a nego- 
tiated to a competitive bid basis because of general easing 
of supplies. Just how extensive the change in ASPPA buy- 
ing will be, remains to be decided. A good share, never- 
theless, is expected to be put on an advertised bid basis 
shortly. 


In foreign markets, principal development was announce- 
ment by Creole Petroleum Corp. of a 20¢ per bbl. reduc- 
tion to $1.85 in its cargo prices for Lagunillas heavy crude, 
FOB loading ports of Amuay Bay and Las Piedras, Ven- 
ezuela, for one year beginning Jan. 1, 1954. Creole has 
contracts under which its Lagunillas heavy price for the 
coming year must be established by Oct. 1. This crude 
is a specialty crude, containing roughly 45 to 50% asphalt, 
and is sold principally as an asphalt crude. 

Although there was an increase in tankship chartering, 
tonnage in the world wide tanker fleet laid-up, or in idle 
status, rose to new high of 1,753,224 deadweight tons, 
according to Dietze Inc., ship brokers and charterers. 
Laid-up tonnage in Western Hemisphere declined to 581,- 
101 tons, but in Eastern Hemisphere net increase of five 
ships to laid-up fleet boosted idle tonnage from 1,111,123 
tons to 1,172,123. 

Meanwhile, tanker rates to points north of Cape Hat- 
teras from both Netherlands West Indies and U. S. Gulf 
ports suffered sharp declines in late September fixtures. 
Feur dirty tankers were chartered for single voyages from 
NWI, two at $1.15 per ton (USMC minus 57% %) and 
two at $1.08 (USMC minus 60%), and one clean ship- 
ment from U. S. Gulf at $1.71 per ton (USMC minus 40%). 

Liquefied petroleum gases were in fair to good demand, 
but trade sources said they had not yet hit their seasonal 
stride (see P. 75). 


Unsettled retail price conditions on gasoline were re- 
ported from several cities. The situation at Chicago was 
typical—even though cut prices did not break out in the 
open, major and private brand dealers accused each other 
of under-the-canopy discounting or other methods of cut- 
ting prices, or greater use of give-away premiums. 

Details of price wars follow, with prices shown ex- 
clusive of taxes which are indicated in parenthesis: 

Denver, Colo. (8¢)—‘“Week-end specials” and “get ac- 
quainted” offers touched off a 7.5¢ retail cut among private 
brands on Sept. 30. Star Service announced an 11.9¢ price 
for regular-grade gasoline and 13.9¢ for premium at grand 
opening of its second unit. Other private brands were 
then posting 18.9¢ and 21.4¢ for regular and premium, 
respectively, with major brands at 21¢ and 23.5¢. A Mar- 
tin and a Site station matched Star, with Star saying its 
reduction applied only to the new station on a temporary 
basis. 


Newark, N. J. (S¢)—Large private brand multi-pump 
station in nearby Linden dropped its retail posting for 
regular to 14.9¢. In general Perth Amboy area, private 
brands mostly were down to 15.9¢, major brands at 17.9¢ 
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and 18.9¢. John Dressler, president and executive secre- 
tary of New Jersey Gasoline Retailers and Allied Trades, 
with claimed membership of 2,800 New Jersey retailers, 
was quoted in press reports as saying that the price war 
would spread “and probably take in the entire East Coast.” 

Wilkes Barre, Pa. (7¢)—Announcement by Atlantic Re- 
fining Co. of 15¢ tank wagon prices for regular-grade 
gasoline in Luzerne County, effective Sept. 30, was seen 
by some observers as an attempt to “bring order out of 
chaos” in the market at Wilkes Barre and nearby towns. 
Prior to Atlantic’s announcement, two major companies 
had cut their posted dealer tank wagon prices to 9¢ for 
regular, down 2¢ from mid-September. A third supplier 
cut his posted dealer price to 8.7¢ and said he was allow- 
ing 2¢ “voluntary” from this price. Retail price slashes, 
in which NPN sources said that private brands had “com- 
pletely lost their (price) identity,” carried pump postings 
down 2¢, to 10.9¢ and 11.9¢. So-called “normal” tank 
wagon for Luzerne County is 16.7¢, retail 21¢. 


Gulf Coast 


Upriver Buyer Interest Revives 


While buyers generally were still hesitant about making 
firm commitments on distillate fuels the past week, there 
was evidence of a revival of interest on the part of upper 
Mississippi River buyers. Cargo inquiry continued quiet. 
Gasoline and kerosine were weak, while most reports indi- 
cated heavy fuels were firm. 

Position of No. 2 fuel improved considerably, due prin- 
cipally to increased upriver movement, according to most 
trade sources, and reduced refinery crude runs were said to 
have brought a number of plants into balance currently on 
heating oil. Consensus was that No. 2 had firmed to the 
point where 8.25¢, the low quoted price, could not be 
shaded. At the same time, a number of buyers continued 
their search for “bargains,” it was said. 

There was no cargo inquiry for distillates, and traders 
for most part said they did not anticipate revival of interest 
from cargo buyers until colder weather sets in in the north 
Atlantic area. 

All grades of gasoline reportedly were freely available at 
“discounts” of 0.25 to 0.375¢ under the low quotation 
reported by refiners. But no buyer interest for any grade 
at any price was indicated. 

While no trading was reported in bunker “C” fuel, sev- 
eral traders declared that product had firmed considerably 
over the past week or 10 days. One buyer, negotiating re- 
cently for a small lot of bunker “C” at “under the market,” 
said his prospective supplier’s price had firmed to the point 
where “he (the seller) now wants the low $1.85.” 

Two refiners reported liftings were being made against 
their commercial contracts as scheduled, but stated that 
delayed government liftings were “crowding” them. 


Atlantic Coast 


Fuel Trading Stalemate Continues 


Quiet which has marked distillate trading in Atlantic 
Coast terminal markets since early August continued 
through the last days of September and early October. 
Gasoline also was a neglected item while heavy fuels gen- 
erally were moving in fair volume. 

Withdrawal of summer-fill discounts on distillate fuels at 
the close of business on Sept. 30, as scheduled, was unani- 
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mous among suppliers at all seaboard terminal points 
except New York harbor, but there was considerable con- 
cern expressed by both major and independent suppliers 
over the ability of prices to hold at the higher “non- 
discount” levels. 

At New York harbor, one supplier continued to quote: 
kerosine 10.25¢ tank cars and/or truck transports, 10.15¢ 
barges; No. 2 fuel 9.25¢ tank car and/or transports, 9.15¢ 
barges. Another supplier quoting 11¢ and 10.9¢ for kero- 
sine, 10¢ and 9.9¢ for No. 2 fuel, said he was continuing 
to offer a 0.5¢ discount “for a few more days” beyond 
Sept. 30. 

Early in the week, there were occasional reports of 
distress sales at New York harbor, but they lacked con- 
firmation. One such “forced” transaction was said to in- 
volve 15,000-bbl. barge lot of No. 2 fuel at 8.9¢, less 1% 
discount 10 days. 

Most suppliers late in the week said they believed their 
prices stand better than a 50-50 chance of holding at the 
“non-discount” levels, ifi—the weather turns colder. Return 
of mild weather the past week tended to further stifle buyer 
interest. Primary suppliers are heavily stocked with dis- 
tillates, and lower temperatures will be needed to start the 
flow from secondaries to consumer channels. As one source 
put it: “The (distillate) situation is 100% in the lap of the 
weather gods.” 

Others expressed more concern over the stoppage of 
tanker movements by strike of the deck officers’ union than 
with the current price situation. If incoming tankers are 
cut off, distillate fuels price situation could “stiffen over- 
night, regardless of weather,” several sources declared. 

Kerosine was described by some sources as “even weaker 
than No. 2 fuel.” Natural gas, LP-gases, and larger per- 
centage of naphthas vs. kerosine used in new jet fuels, have 
combined to “virtually kill off” the market for kerosine, it 
was said. 

Open market for gasoline continued slow, according to 
most reports, but no changes were reported in suppliers’ 
quotations. 


Central Michigan 
Residual Fuel Market Unsettled 


Recent “low” bidding to supply city and state require- 
ments of heavy fuel reportedly unsettled Central Michigan 
markets for Nos. 5 and 6 fuels last week. Return of warm 
weather cut into light fuels shipments, while call for gaso- 
line remained “good,” according to refiners. Prices gen- 
erally were unchanged for all products. 

Prices for No. 6 fuel ranged from 7 to 7.5¢, FOB Cen- 
tral Michigan, down 0.25¢ on the range high. Reduction 
reported by one refiner was said to be merely an “adjust- 
ment” in his schedule. Other sources, however, said bidding 
for municipal and state business at prices representing 
“low” netbacks, had caused considerable “unrest” among 
certain other buyers who commit on a season basis for 
sizeable quantities 

Return of warm weather caused a sharp cut in light fuel 
shipments that had become “almost normal” by Oct. 1, but 
suppliers said no inventory problems were created by 
slackening demand. Range oil was quoted at 12.35 to 12.8¢, 
up on the low side from 12.3¢. 

Virtually no change was indicated in gasoline supply and 
demand. High octane grades still were on the short side 
and one refiner said he will be a heavy borrower to meet 
his requirements while his plant is down for clean out. 
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OIL MARKETS 





Summary of Daily Gasoline Prices (Sept. 29 through Oct. 5) 





Motor Gasoline 93 Oct. (Premium): 


N. Tex. (Texas & New Mex. shpt.).. 
W. Tex. (Texas & New Mex. shpt.).. 


E. Tex. (Truck Tnsp.)............. ere 


Motor Gasoline 90 Oct. (Premium): 
Okla., Group 3 (Okla. shpt.) 
Okla., Group 3 (Northern shpt.)..... 
Midwestern (Group 3 basis 
N. Tex. (Texas & New Mex. shpt.).. 
fe Tex. (Texas & New Mex. shpt.).. 


E. Tex. (Truck Tnsp. SM ee oes Seats a 25 


Cent. W. Tex. (Truck Tnsp.). . 


“Ne Gasoline 88 Oct. (Premiums ds 


Tex. (Texas & New Mex. shpt.)... 
W. Tex. (Texas & New Mex. shpt. Mess 
E. Tex. (Truck Tnsp.).............-- 
Motor Gasoline 84 Oct. (Regular): 
Okla., Group 3 (Okla. ehpt.). ‘ 
Okla., Group 3 (Northern shpt. ) 
Midwestern (Group 8 besis). 
N. Tex. (Texas & Kew Mex. shp 


= Tex. (Texes & New Mex. shpt. Bes 2 ny 


E. Tex. (Truck Tngp.) ..........+.+ 
Motor Garoline 82 Oct. (Regular): 
N. Tex. (Texes & New Mex. shpt.).. 
E, Tex. (Truck Trep.). bateeess 
Cent. W. Tex. (Truck Tnsp.). Lape HORS S 
Motor Gasoline 60 Oct. M & below: 
«+ Group 3 (Okla. shpt. 
» Group 8 (Northern shpt.).. 
Midwestern (Group 3 basis) 
N. Tex. (Texas & Rew Men. shpt.) 
W. Tex. (Texas & New Mex. shp 
E. Tex. (Truck Tnsp. 
Motor Gasoline $2 Oct. (Premium) 
New York harbor............. 
New York pean, barges. . <3¥ 
Philadelphia.............. ‘ 
Baltimore 


Motor Gasoline 86 Oct. Sgetee 
New York harbor. 
New York harbor, barges. . 
Philadelphia 
Philadelphia, ae: « 
Baltimore. .... 
Baltimore, barges. . 
Motor Gasoline: 
Western Penna., Bradford-Warren: 
90 Oct. (Prem.) 
86 Oct. (Regular).......... 
Western Penna., Oil City: 
90 Oct. (Prem.) 
86 Oct. (Regular)............ ‘ 


Monday 
Oct. 5 


13 . 75-14 .25 
13.5 
18.5 


(2)12 5-18 . 125 

(6)12 375-13 .125 

(4)12 375-18 .125 
13-13 .75(2) 
13-13 .75 
13-13 .75 


(2)11.5-11 .€25 

(7)11 .875-11 .€25 

(6)11 375-11 .€25 
11.75-12.7 
11.75-12.25 
11 75-12 .25 


(2)11 .75-12 .25 
11.75-12 
11.75 


10 .€25-11 .125 


10 .€25-10 .875 (2) 


10 .€25-10 875 

10.75-11.8 

11.25-11.5 
(2)11-11. 125 

11 


15.4 
15 .3- 
16(2) 
14.4- 
14.4 


15.7 
15.6 
16.6 


4 
4 


1415-14 6 
13-14.1 
(2)14.5-14.6 

14.4 


(2)13.4-14.8 
13.4 


15 .15(2) 
14.15(2) 


15 .15(2) 
14.15(3) 


Friday 
Oct. 2 


13 .75-14 .25 
13.5 
13.5 


(2)12 5-18 125 
(6)12 375-18 .125 
(4)12 .875-13 .125 
13-13 .75(2) 
13-13 .75 
13-13 .75 
13 


12.75 
13 
13 


(2)11 5-11 .€25 

(7)11 875-11 .€25 

(6)11 .875-11 .625 
11.75-12.7 
1175-12 .25 
11. 75-12 .25 


(2)11.75-12.25 
11.75-12 
11.75 


10 .625-11.125 


10 .625-10 .875 (2) 


10 .625-10 .875 

10.75-11.8 

11.25-11.5 
(2)11-11 .126 

11 


15 .4-15.7 


14.4 
(2)13.4-14 8 

13.4 

15 .15(2) 


14.15(2) 


15 .15(2) 
14.15(3) 


Thursday 
Oct. 1 
3 75-14 .25 

13. H 


(2)12 5-18 .125 
(6)12 .875-13 .125 
(4)12. yet A 125 
13-13 .7 5G) 
13-18 .7 
13-18. 1S 
13 


12.75 
13 
13 


(2)11 5-11 .625 

(7)11 .875-11 625 

(6)11.375-11 625 
11.75-12.7 
11.75-12 .25 
11. 75-12 .25 


(2)11.75-12 .25 
11.75-12 
11.75 


10 .€25-11 .125 


10 625-10 .875(2) 


10 .625-10 .875 

10.75-11.8 

11.25-11 5 
(2)11-11.125 

ll 


16.4-15.7 
15 3-15 .6 
16(2) 
14.4-16.6 
14.4 


14.15-14.6 
13-14.1 

(2)14.5-14.6 
14.4 


(2)13.4-14.8 
13.4 
15 .15(2) 


14.15(2) 


15 .15(2) 
14.15(8) 


Wednesday 
Sept. 30 


13 .75-14 .25 
13.5 
13.5 


(2)12 5-13 .125 
(6)12 375-13 .125 
(4)12 pyr? 125 


5- ’ 
.875-11 .625 
.875-11 .625 

11.75-12.7 
75-12 25 
- 75-12 .25 


75-12 .25 
11,75-12 
75 


625-11 125 


10 625-10 .875(2) 


10 625-10 .875 

10 75-11.8 

11.25-11.5 
= 125 
1 


15 .4-15.7 
15 3-15 .6 
16(2) 
14.4-16.6 
14.4 


14.15-14 6 
13-14.1 
(2)14.5-14.6 


(2)13.4-14.8 
13.4 
15 .15(2) 
14.15(2) 


15 .15(2) 
14.15(3) 


Tuesda 
Sept. 29 

18 .75-14.256 

18.5 

13.5 


(2)12 .5-13 .125 
(6)12 .875-13 .125 
(4)12 .375-18 . 126 


13-13 .75(2) 
13-13 .75 
13-13 .75 
13 


12.75 
13 


.5-11.625 
.875-11 .625 


15-12 .25 


15-12 .25 
15-12 
15 


625-11 .125 

.625-10 .875(2) 
10 .625-10. 875 
10.75-11.8 
11.25-11.5 


(2)11-11 .125 
11 


15 4-15.7 
15 3-15.6 
16(2) 
14 .4-16.6 
14.4 


ta 


13-1 
(2)14.5-14.6 
14.4 
(2)13.4-14.8 
13.4 


15 .16(2) 
14.15(2) 


15 .15(2) 
14.16(8) 


Western oes Pittsburgh: 
90 Oct. (Pre 15.5 18 § 


RA Oct. (Reeaier} 14.25 14.25 


15.5 15.5 15.5 
14.25 14 25 14.25 





Midwestern (Chicago-E. St. Louis Area) 


Interest Centers on Residual Fuels 


Residual fuels held main market interest in Midwest 
last week as buyers placed October orders. Demand for 
light fuels against contracts went into another slump when 
temperatures reached high 90’s in many central states. 

Gasoline was in routine demand and “discount” of- 
ferings at pipe line terminals mostly went unnoticed. 
Refiners’ prices were unchanged for all products. 

Most trade sources said residual fuels were strong. 
This was pointed up by one refiner who said he had 
declined to fill several orders from tank car marketers 
at $1.10, Group 3, for resale, because he was “sold up” 
at $1.15. 

In another instance, however, a refiner said he had 
“lost” a sizeable October consumer order because a com- 
petitor had quoted $1.10. A railroad buyer also disclosed 
he had filled his 85,000-bbl. October requirements at $1.10. 
Refiners’ quotations were unchanged at $1.15 to $1.30. 

Considering the season, open market interest in light 
fuels was negligible. One marketer reported selling No. 
2 fuel at “O.5¢ off Group 3 low quotations of Wall Street 
Journal (Chicago Edition)” for shipment over the season 
at rate of “a few” cars a month. Another marketer bought 
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a small quantity of No. 2 at 7.3¢ for resale. Quotations 
reported by refiners ranged from 8 to 8.125¢. 

A broker reported a “small” purchase of cycled regular- 
grade gasoline at 10¢, Group 3, for resale. Meanwhile, 
open market offerings at some Great Lakes Pipe Line 
terminals at “0.25¢ off” delivered prices remained unsold. 
Refiners’ Group 3 prices for refined regular-grade gaso- 
line ranged from 11.375 to 11.625¢. 


Chicago District 
Heat Curtails Distillate Trading 


Temperatures near 100 degrees in Chicago District last 
week put a deep crimp in light fuel shipments, but residual 
fuels seemed little affected by the unseasonal weather. 

Gasoline stocks were high at refineries, but prices were 
steady at wholesale and tank wagon levels. Trade sources 
still reported considerable unrest in local retail prices. 

Prices for No. 6 high-sulfur fuel ranged from 5.85 to 
6.15¢, up to 0.15¢ on the high side, following similar in- 
crease by one supplier. 

Although calls for light fuels were checked by the sudden 
turn to unseasonally hot weather, a broker disclosed a 
small sale of No. 2 fuel to another reseller at 9.625¢, FOB 
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Chicago District; quotations of primary suppliers ranged 
from 9.5 to 10¢. 

A reseller also disclosed a sale of “pipe line” regular- 
grade gasoline at 12.875¢; quotations ranged from 12.85 to 
13.625¢. Unrest in gasoline at retail was pointed up by 
major and private brand dealers accusing each other of 
being first to cut prices through discounts of one form or 
another; however, the situation was described as still “far 
short” of a general price war. 


Western Penna. 


Lubes Easy; Prices Unchanged 


There were added reports of softness in bulk lubricating 
oils from Western Penna. the past week, but refiners gen- 
erally said their quotations were unchanged. Prices for 
other products also were unchanged. 

Canned motor oil shipments continued in good volume, 
and, according to several reports, were “sole support” of 
lubricating oils currently. Demand for base lube stocks in 
bulk was described as “virtually dead.” 

A resale agent reported selling one tank car each of 
25 p.t. bright stock at 19¢, and 25 p.t. 200 vis. neutral at 
23¢, for immediate shipment to a blender. Low quotations 
reported by refiners were 23¢ and 25¢ for the two products, 
respectively. Refiners admitted that prices were weak, but, 
so long as motor oil shipments were in sufficient volume, 
they were reluctant to reduce prices on base stocks. 

Warm weather kept buyer interest in heating oils at a 
minimum, refiners said, and the anticipated flurry in de- 
mand following removal of summer discounts on Sept. 30 
failed to materialize. “People are using fans instead of 
furnaces,” one refiner commented. 

Gasoline shipments remained heavy against contracts, 
but open market demand was light. 

Petrolatums continued strong, and wax was still firm at 
5¢ lb. for white crude scale. 


Mid-Continent 


Gasoline Prices Hold Steady 


Relatively good consumption at northern pipe line 
terminals, plus cutbacks in production, continued to hold 
gasoline prices fairly steady in the Mid-Continent the past 
week. Residual fuel was firm, but lubricating oils and dis- 
tilates remained easy. Refiners’ quotations generally were 
unchanged. 

Locally, some refiners were having their troubles on 
gasoline. In Central West Texas, for instance, one refiner 
blamed unusually slow tourist trade for 25% reduction in 
his local sales. Others in Oklahoma, Texas and Kansas said 
their local sales were also falling off, but “not any more 
than normal” for early October. 

Northern gasoline consumption, however, was fairly 





Crude Oil Prices 


Central Pipe Line (Ashland Oil) posts $2.95 for 
East Texas crude. No other changes in crude oil 
prices reported in week ended Oct. 3. For com- 
plete price schedules, see Sept. 30 NPN, P. 105- 
106. 
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NPN Gasoline Index 
cents per gal. 


Dealer T.W. Tank Car 


Oct. 5 16.51 12.70 
Month Ago 16.45 12.70 
Year Ago 15.26 11.65 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighed average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia: Jacksonville; Boston and Gulf Coast. 











good, according to most sources. Material was still avail- 
able at 0.125¢ to 0.25¢ “under published prices,” plus 
transportation. But gasoline stocks at most plants were 
lower, and with the northern consumption hoiding up, 
most refiners said they were optimistic about chances of 
gasoline prices holding “for awhile longer.” 


Residual fuel remained tighter than other products. 
Purchase of 20 cars of No. 6 fuel at $1.05, Group 3 basis, 
for resale was reported but resale agent who made pur- 
chase said material was high in sulfur. Also, he added that 
in search for additional material, he had been unable to 
buy at less than $1.10, Group 3, for resale. According to 
most sources, resale agents were being asked to pay $1.10 
for high sulfur, $1.15 for low sulfur, Group 3 basis. 

Warm weather generally continued to keep buyers from 
showing much interest in burning oils. “Discounts” were 
freely offered. One marketer said he was being offered No. 
1 fuel at 7.875¢ to 8.125¢, and No. 2 at 7.25¢ to 7.5¢, 
Group 3 basis, for resale. 

Lubricating oils, if anything, were slower. One refiner 
said his sales of South Texas oils were off considerably, 
both to domestic and foreign customers, while little activity 
was reported in either solvent or conventional Mid- 
Continent lubes. 


LP-Gases Generally Steady 


Fair to good demand for liquefied petroleum gases was 
indicated in reports of most trade sources the past week, 
but generally it was said that demand had not yet reached 
seasonal stride. 


One manufacturer, reporting good volume of shipments 
for September and fairly heavy bookings for October, said 
he was now behind on shipments, adding that, in light of 
other reports of only moderate demand, his own good 
position “puzzled” him. 

Quotations for the most part were unchanged, with 
Group 3 contract prices of principal manufacturers at 4¢ 
for propane, and ranging from 4 to 4.5¢ for butane-pro- 
pane mix, 4 to 5¢ for butane. Isobutane was described as 
strongest, at 6 to 6.5¢, Group 3. 


Reports of distress propane were less in evidence than 
earlier in September, and, with substantial increase in 
underground storage, most reports indicated less concern 
over possible spot winter shortages this year. One source 
estimated that the industry will enter the winter season 
with double the amount of underground storage it had last 
year—20 days’ supply (for normal winter) as against 10 
days’ supply last year. 











PRICES 


in effect October 5 at Refineries and Terminals 


Gasoline 

OKLA., Group 3 (Okla. shpt.) 

WP GOR, WU oe vc cacccevies (2)12 56-13 .125 
OCs Ms sc eneccavoaes (2)11 .5—11 .625 
60 Oct. M & below.......... 10 .625-11 . 125 


.«» -(6)12.375-13 . 125 
. . (7)11. 875-11 .625 
10 625-10 .875(2) 





MIDWESTERN (Croup 3 basis) 


60 Oot. Prom... 26... .c.00% (4)12 375-13 .125 
PSS (6)11.375-11 625 
cteceesess 10.625-10.875 


N. TEX. (Texas & New Mex. shpt.) 


9B Oat, Prem... oc cvccecess 13 .75-14 .25 
LS errr ee 13-13 75(2) 
eS ee 12 7 
Seats POO, ok cisvesesuts 11.75-12.7 
1. SS. eae (2)11.75-12 .25 
60 Oct. M & below 10.75-11.8 
W. TEX. (Texas & New Mex. shpt.) 

OB Oat, Presi... ccc ccccsccs 13.5 
4 Oo ee eee 13-13 .75 
88 Oct. Prem........... 13 
DOPE: a Ueidwes cesc 11.75-12.25 
60 Oct. M & below.......... 11.25-11.5 






98 Oct. Prem............. 13.5 

90 Oct. Prem.............. 13-13 .75 

88 Oct. Nees. beeen st 13 

SM MIs oe ch becvers ; 11.75-12 .25 

2 OS Se ee ae 11.75-12 

60 Oct. M & below (2)11-11 . 125 

CENT. W. TEX. (Truck transport lots) 

Prem.. aes 13 

11.75 
11 


Oct. 

Oct. 
Ns 6 cs ncacctcveee 11 .875-12.375 
60 Oct. M & below 10 6-11 .625 
WESTERN PENNA. 
Bradford- Warren: 
eee 15 .16(2) 
86 Oct. Reg 14.15(2) 
Oil City: 
A, eee 15 .15(2) 
SNS 6s ednccse vines 14.15(3) 
Pittsburgh: 
MS, » wwe wx dened 15.5 
ke ne 14.25 


GeO — Quetations of 8.0. Ohio for delivery to 
Ohio points ” 


96,Oct. Reg................ 145 


CENTRAL MICHIGAN 


(apie 5-15 25 

4 .25-14.75 

ana 5-14 .125 
13 .25(2) 





Prices herewith are _sponateend from Platts OJLGRAM Daily Oil 


CALIFORNIA 

Los Angeles Dist.: 

90 Oct. Prem... (2)14.1-18.1 
80 Oct. Reg... ... (2)13 1-15 .6(2) 
San Francisco Dist.: 

90 Oct. Prem... 17.85-18 .6 
80 Oct. Reg... 15 .85-16.1 
San Joaquin Valley Dist.: 

90 Oct. Prem......... i 17 .85-18 .6 
80 Oct. Reg. 15 85-16 .1 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 


41-43 w.w 8 .875-9 25 
42-44 w.w.............. . 8 .875-9 5 
OS era lon é 8 875-9 25 

58 & above D.I. Diesel...... (2)8.625-9.375 
ee vice viws hays rie 8 625-8 .875(5) 
No. 2 fuel.. £5 sardian 8-9 

No. 8 fuel.... 8(2) 

No. 6 fuel. . (3)$1 . 15-1 .30 


OKLA., Group 3 (Northern shpt.) 


41-43 w.w. . (6)8.875-9 .25 
42-44 “i i Seeiath (5)8 .875-9 .375 
NO eke cccuawst ; 8 .625-9 

58 @s ee D.1. Diesel. (3)8 .625-9 .37. 
7 Seep (5)8 625-8 875(2) 
No. 2 fuel...... ‘ (6 )8-8 

No. 3 fuel. . (2)7 .75-8 

No. 6 fuel (5)$1. 15-1 .30 


MIDWESTERN (Group 3 basis) 


41-43 w.w. ... (8)8.875-9 .25 
42-44 w.w. ... (4)8.875-9 .25 

58 & above D.I. Diesel. .. (3)8.625-8 .875(2) 
No. 1 fuel.. juidten te’ . (6)8.625-8 .875 
No. 2 fuel.... ‘ (5)8-8 .125 
No. 6 fuel... .. (4)$1 15-1 .30 


N. TEX. (Texas & New Mex. shpt.) 


41-43 w.w 9.2- by 3 
42-44 W.w..........5: 

58 & above D.I. Diesel. (2 19-9. 752) 
No. 6 fuel (2)$1.20-1 .75 


W. TEX. (Texas & New Mex. shpt.) 


41-43 w.w 9.25 
42-44 w.w 9 .75-10.75 
No. 1 fuel........ 9 .25-10 25 
No. 2 fuel....... (2)9 25-9 .5 
No. 6 fuel...... $1 .65-1.90 
E. TEX. (Truck transport lots) 
41-43 w.w.. ; is 9 .5-9.75(2) 
42-44 w.w.........4.... (2)9 .5-9.6 
o8 & above Di. Diesel . 8.75-9.75 
i Pere 5 
No. 6 fuel........ $1 .30-1.60 


CENT. W. TEX. (Truck transport lots) 


Pio 3% ee eee ; 95 
58 & above Dil. Diesel . 9.25 
Bey NN 65.64 Ds Sade os vs 8.5 
No. 6 fuel........ : $1.65 


KANSAS (For Kansas destinations oaly) 


42-44 w.w............ 9.125-10 25 

52 & below D.I. Diesel. 8 .875-9 .625 

58 & above D.I. Diesel. . 2-Seeee 
. 1 fuel i ae 8 625-10 

8-9 .625 

$1 .625-2 00x 

$1 225-1.40x 





distribution or publication. 


ARK. (For shipment to Ark. & La.) 


Og errr rr re 9 375 
aaa a 10.26 
52 & below D.I. Diesel 9 
58 & above D.I. Diesel 9.375 
No. 2 fuel...... 
No. 3 fuel...... 8.125 
No. 4 fuel.. $1.90 
No. 6 fuel. . $1.70 
o. 6 fuel...... $1 55 


arren: 
Kerosine......... 11.65-11.96 
55 cetane Diesel. . 11.25(2 
No. 2 fuel........ 11 .05-11 .36 
No. 3 fuel...... 11.05-11 35 
36-40 gravity fuel 10 85 
Oi) City: 

Kerosine...... 11 .55-11 95 
50 cetane Diesel... . 10.75 
No. 1 fuel..... 11-11 .45 
No. 2 fuel...... 10 .75-11.05 
No. 8 fuel 10.75 
36-40 gravity fuel 10 75 
Pittsburgh: 

K »rosine. 11.65-12 

50 cetane Diesel 10.9 
No. 1 fuel 


11.4 
+o (3)10.9-.11.1 
36-40 gravity fuel.... (2)10 9-11 
CENTRAL MICHIGAN 
(FOB Central Michigan refineries. ) 


Range oil. ... x12.35-12 8 
46-49 w.w. kero 12 .35-13.2 

P. W. distillate. 12.3-12 8 

o. 2 fuel...... ‘ (2)11 5-11 85 

No. 3 fuel...... 11.175-11.7 
U. G.L. oi). (28 .25-10 

No. 5 fuel...... (2)7 .25-8 .25(2 
No. 6 fuel (2)7-7 . 75x 


OHIO— Quotations of 8.0. Ohio for delivery to 
Ohio points: 


Kerosine. . 12.5 
No. 1 —- 12.3 
No. 2 fu 11.3 
Diesel Mike & Med.). 12 3 
CALIFORNIA 

San Joaquin Valley Dist.: 

40-43 w.w............ 14.4-14 8 
Heavy fuel (PS 400). $2.05-2.15 
Light fuel (PS 300). 5(2) 
Diesel fuel (PS a: 12.2-13.3 
Stove dist. (PS 100) 18.7-14 8 


San a Dist.: 
40-43 w 14.3-14.8 


Heavy fuel (PS 400) $2 .05-2.15 
Light fuel (PS 300). $2.35 
Diesel fuel (PS 200)... 12.2-13.3 
Stove dist. -(PS 100) 13.7-14.8 


Los sonceey Dist.: 


40-43 w (2)18 .8-14.2 
Heavy fuel (PS 400). 80-2 


Light fuel (PS 300). $2.25-2.30(2) 
Diesel fuel (PS 200). 10 25-18 .2 
Stove dist. (PS 100) 105-147 


Natural Gasoline 


(Group 3 & Breckenridge ces are to blenders 

on freight basis shown below. Shipments may 

ores in any Mid-Continent manufacturing 
ct. 


FOB GROUP 

Grade 26-70..... 6.375 (Quotations) 
FOB BRECKENRIDG 

Grade 26-70... .. 5.875 (Quotations) 


During period of short supply, some sellers 


Price Service, associated with National Petroleum News, whose r and at times withhold quotations to new pn Tammy or the 
resentatives in all NPN-OILGRAM offices devote their time exclusively of firm prices but give OILGRAM the prices they otherwise 
to ing oil industry prices =" inser quote to the trade in general and which they confine to their 
P shown in tables are sales prices or quotations or general offers cnoular customers only, and such prices ee in the price tables 
or posted p refiners, by Le ge terminal operators, and Gasoline ratings are STM Research and are minimum 
tanker terminal operators; for current shipments; for the busi- ratings, except where letter M is used to indicate that octane rating is 
ness day or stated; except Tank "Weare S, prices are for by ASTM Motor Method. For further details of price conditions apply 
bulk lots s as tank car, truck weaneport, bare ‘gy = prices applying to to any NPN—OI LGRAM office or see back of any OJLGRAM Price 
barges or cargues or truck transport lots only, signated; FOB re- Service invoice. 
fineries or ym ye in cents gad gal., except where $ sign is For complete price service delivered daily from nearest OILGRAM 
shown; wax band trolatums in cents poun epee all fees and taxes; publishing office, New York, Cleveland and Houston, address Pilatt’s 
for crude oil its ucts lawf roduced and as wll ag Te- Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
ported as recei ILGRAM and roleum News but not Subscription rate in U. S.: $150 per year, payable in advance. 
guaranteed; gk Be wae, private os only and not for resale or 
76 
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When you see what Kelly offers 
you'll say, 


‘DEAL 
MEIN 





Sure-Stop 


Super Flex 
Passenger 


Passenger 


Cruiser 
Passenger 


Cruiser 


ae 
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Uf 
ae Sets 19> 


Take a good look at that deal Kelly 
offers and you'll see that you just can’t 
beat it! It gives you everything you need 
—with special emphasis on high-quality 
products that sell and keep selling! These 
Kellys are built to deliver extra thou- 
sands of safe miles. And that’s perform- 
ance that can make your place of business 
“worry-free driving headquarters” 
in your area . . . performance that can 
make this Kelly deal a real money-maker 
for you! Write today for all the facts. 
Address: The Kelly-Springfield Tire 
Company, Cumberland, Maryland. 


Selling Key Ties ix a Good. Businens! 


Dual Trac 
Special Service 


Truc Trac Commercial Heavy 
Tread Truck 





PRICES in effect October 5 at Refineries and Terminals—Cont. 


Naphthas & Solvents 


B Group 3) 
vent.... 12.375(8) 


12.8 
. .(2)18. 125-13 375 
(2)14 125-14 .625 





16 


16(3) 


H1O0—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


V.M.&P. naj 18.0 
— 
17.0 
15 .875 
12.26 


CENT. W. TEX. (Truck Conger lots) 
Stoddard solvent. . ofa 11.5 


KANSAS (For Kans., Dest'n. only) 
Stoddard solvent 12.5 


ATLANTIC COAST 


V.M.&P. 
Naphtha 


18(4) 
17 .5(4) 


New York Harbor 
Philadelphia... . . 
Baltimore sin 

18 .5(4) 


Petrolatums 


WESTERN PENNA. 


(Bbls., carloads; tank car, 1 to 1. 5¢ less.) 
Snow white 7125-7 .75 
Soft white 6 . 75-7 .875(2) 
Baer WeOee. . . ..  adeawsscen 6 .625-7 .25 
6 .125-6 .75(2) 

5 .25-6.75 

5 .25-5.5 
5-5 .5 

4.75-5 .875 


Soft yellow............... . 
Light amber............... 





i Mtd. First Street 
LCforold] by SCULLY SIGNAL COMPANY  canbrdee at tss. 
Canedian Licensee: EMPIRE BRASS MFG. CO, LTD. Toronto, Ontario 


customer tanks 


tank installations 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 














lar business letterhead. No obli- 
gation on your part whatsoever! 
Mail your request today! Platt’s 
OILGRAM Price Service, 1213 
W. 3rd. St., Cleveland 13, Ohio. 


Get the OILGRAM Habit! 
Read OILGRAM Daily— 


MONDAY through FRIDAY 





COMPLETE DAILY ol PRICE SERVICE 
DIRECT from the Nation’s Leading Oil Centers 


Timely, reliable market information when you need it most—delivered 
at your desk—by fastest mail—every morning! Buying, selling, trading 
facts! Accurate, daily price reporting of more than 600 different prices 
of petroleum products from the nation’s leading oil centers. Rapid-fire 
market fluctuations compiled, recorded, produced and released through 
private wire facilities—backed by more than 30 years of expert NEWS 
and PRICE service publishing experience. SPECIAL!! One week trial 
subscription with our compliments. Just send your request on your regu- 


A McGRAW HILL PUBLICATION 











Lubricating Oils 


WESTERN PENNA. 


Prices are for sales made, or¥offers reliably re- 
ported, to jobbers & compounders only. 


Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
May’ ~- at 100°) 420-425 fi. 
27.5 
26.5 
«23-25 (4) 
24.6 


23.5 
«20-22 (4) 


we vis. at 210° ,540-550 fl. No. 8 col. 
10 p. 25.5 


24.5 
SD Wits... oddveedss «19-24 
Cylinder Stocks 


FOB Tulsa basis, for domestic een ay 
| ae ys Stocks, vis. at 210° Neutrals, vis. at 100 
0 p. p. 


Neutral Oile—Conventional 
Col. 


20 .56-21.5 


Bright Stock—Solvent 


150-160 vis. 0-10 p.p., 95 v.i. (2)23-24(3) 


Neutral Oils—Solvent (95 v.i.) 
4 (2)16-17(8) 

(2)16 .25-17. 358) 

16 .75-17 .75(2) 


Cylinder Stocks 
600 s.r., olive green 16.5 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 


Bright stock—Vis. at 210° 
— vis., 0-10 pour test, 
21.5-22 .5(2) 


Neutral Oile—Vis. at 100°; 95 v.i.; 0-10 p.t. 


7.75-18.5 


(Vis. at 100° F. FOB S. Tex., refineries for do- 
mestic and/or export shipment. ) 


PALE OILS: 


Vis. Color 


100 } -2%. 12 .25(6) 


16 .75( 
(2)17.25-17.75(4) 
"(218-18 75(4) 


12 .25(5) 


(2)18-18 .75(4) 
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LPG Prices 


(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


Commercial 
Propane 


15 
8.5(8) 


Atlantic & Gulf Coasts 


Sete one of eiigren, FOS Cate ehaution @ Oaben eee ant te epee. FOB their 
terminals. Ships’ bunkers prices are exclusive of lighterage. 


86 Oct. 


. 
c a 


14.15-14.6 
18-14.1 


Industrial 92 Oct. 
Prem. 
Gasoline 


15 .4-15.7 


83 Oct. 
. Kerosine 

G alk No. 1 Fuel (*) 

(2)10 .25-11(16) 





Ne. 2 Fuel (*) 


(2)9 .25-10(18) 


te 
owed ap. 15-9 .9(18) 


4-4.875 
1.5 


WESTERN PENNA. (T.C., in Bulk) 


White Crude Scale: 


122-124 A.m.p.............. 
124-126 A.m.p.............- 


5(4) 
5(4) 


SEABOARD 
Melting points are AMP, 8° higher than EMP. 


Crude Scale 
124-126 white. ... 


N.Y. Domestic N.Y. Export 
6.1(2) (2)5 .5-6 .1(2) 


Fully Refined: 
123-5 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck weqaagert lots FOB refineries, pi 
line terminals and in 2 wutereny bongs tumbule. 


Motor Gasoline 


(2)13 85-1 


4.625 
. (2)12.85-13 .625 


Heavy Fuel Oils 


No. 5, low sulfur... . 
No. 5, high sulfur. 
aoe 6, low sulfur 


Mexican Bunker Prices 


U. S. DOLLARS PER BBL. OF 159 LITERS 
Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


$3.75 


1.95 3.75 


Pacific Coast 


$5.65 
4.75 


Salina Cruz... .. 4.75 


Pacific Coast 


(In Ships’ 
nkers, or 
Deep Tank Lots) 
San Pedro, Calif... 
Portland, Ore..... 
Seattle, Wash... . 


Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


Bunker C 


Fuel 
(P.S. 400) 
$1 .80(5) 

1.85(4) 
2.10(4) 
2.10(4) 


15.2(7) 
(2)18 .4-14.8 
13.4 





, -(8ni6. t- i7. 
-(2)14.1-15. 
Corpus C hristi. (2) 


(2)10 15-10 .9(16) 
11.3(9) 





HET 
Houston. 


Soe =. 25-14 25 
do ‘ 25-14.3 

Jackson ile. 

Miami...... 

Mobile. 


wiz 25-12 3 


12-12. 
(2)13 ae 76) 
13 .4(8) 


11.8 
11.1(4) 





13 
airs 4-14.7(5) 
14.7 
New Haven.... 


_14:4@) 
16 .5(3) 
Nao barges... 18-8 
oO eeee 
Norfolk.......  14.8-14.6 
4 


Pensacola 


15(3) 
12.6 


12.6 
13 .3-18.7 
13.4 





16(2) 


14.7(8) 
16 .8(4) 
16 .7(4) 


Philadelphia... 
do barges. 





14.4-14.7(8) 


14.2-14.6(8) 
13 .9-15 .35 


Gas Oils 


(2)14.5-14.6 
14.4 


11.18) 

12.1 (2)10.3-10.83(2) 

ve 10.3 

11 .05(7) 

11.1(2) 

10 .85-11 .1(9) 

10 .75-11(9) 

11.8(5) 

11 .05-11 .8(8) 

10 95-11 .2(8) 


05-10 .3(10) 
4 "i510. 1(9) 


1015) 
4 


o x? y 2(15) 
5) 


9 125-9 25 
8 5-8 .625(2) 
10 .65(8) 


io.2@) 
9 95-10 1(10) 
-~§ 3) 


(3) 
10 .06-10 .3(8) 
9 95-10 2(8) 





13 .4-13.7(6) 
18 .2-18 .6(4) 


12 .9-13 .35 


No. 
F 


(*) No. 4 Fuel ue 


(10)$3 22-8 .78 
use. = 68 


N.Y. Harbor 10.1 
do ba od ree 

Baltimore... 

_- 00 besges.-- - 


11.8(7) 
11.7) 


12.85 11(7) 


Diesel Oil (*) 


Shore Plants Ships’ Bunkers 


Light Diesel 


10 .65(7) 
10 .55(6) 


10 .2(7) 


Diesel 


Heavy 
(50 cet., 55 d.i.) (45 cet., 45d.i.) Ships’ "Bunkers 


10 .15-10 .4(7) 


10.7(4 
10.515 


$4 .84(4) 


4.84(4) 





$2. 

2. 

8. =) 28 
8.1 2. 
2. 

2. 

3. 








New Orleans. . . 

o barges... . 
Norfolk........ 
Pensacola...... 


10.465 


a4 
10.6(6) 
10.3(2) 


4.38(3) 
.80(2) 





3742) 


#. me 


8.15 





, 46) 
4.4738(5) 
4733) 


9@) 
10 .65(6) 
10.65(2) 


8 .49(5) 





056) 
2p. 1-9.8 


10 :45(4) 
10.2 


3.7408) 
4.34(3) 





Philedelphis.. x 
Pt. Evergiades.. 
Portland....... 
Providence. poet yh 10.6 
Savannah. . 


10.2 


No. 6 Fuel 

No Sulfur 

Guarantee 
N. Y. Harbor.. $2. eas) 
Albany 


344) 
‘478(4) 
‘és 


10 .25-10 .5(7) 
10 .65(4) 
18-318) 
10.614 


$.49(2) 


4.014) 





No. 6 Fuel 
No Sulfur 
Guarantee 
Barges 
$2 .25(15) 
2 25(4) 


10 .66(5) 
10 .55(6) 


10 .3(2) 


.473(6) 


30(3) 


No. 6 Fuel 
Max. 1% 
Sulfar 
Barges 


No. 6 Fuel 
Max. 1% 
Sulfur 
(2)$2.35-2 .43 (2)$2 .35-2 .40 


2.43 240 





' 
| 


nate Seer 


Philadelphia... . 
Pt. 

Portland. 
Providence 
Savannah. . 


Wilming? 
m:! ay 
N.C.. 


hadhiad bedhead | 
a8/BSa8): 
ane oa 
| mg 
QA arwnwa 
ww | ew 


(*) At Atlantic Coast refineries and terminals south of Maryland, and at Tampa. 


| 


a8)8 


1.95 
(5) 


nw 
E88 
S 


j 


tm 
San) 
—~~ 


en 


deeded inden bah 


BSS Saas) 


i) 
Nn 
a 

‘io 


SBleBae 


2.43 2.44 


2.43(6) 


244-2 54 


sellers to bulk commercial consumers are 0.15¢ higher than prices shown above. 
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429-4 .431(4) 


Bunker © 
Fuel 
Ships' 

Bunkers 

$2 .25(10) 


2. 25(4) 
1 .95(2) 
-29(5) 

2.20(3) 
(2)1 .95-2.10 
95(i1) 
18(6) 
15(8) 
00 


8O| 09 89 BS FO PO PO = PO socomer*) 


prices of some 


79 














of 
Petroleum 
Products 











DEEP ROCK OIL CORPORATION 


TULSA, OKLA 








HARTOL 


al te)ai'|\ Mote) ize): 7 Wile). 
INDEPENDENT MARKETERS 


Maine to South Carolina 
FIFTH AVENUE, NEW YORK 20, N.Y 





BARKOW PETROLEUM CO. 


Barrelling—Blending—Canning 
DOMESTIC and EXPORT 
Richmond—Seattile 
P. O. Box 335, Point Station 
piled. i lel. ismmee Val 








This Is Your 
Market Place! 

Write today for Advertising 
NATIONAL PETROLEUM NEWS 
1213 West Third 
Cleveland 13, Ohio 














PRICES in effect October 5 at Refineries and Terminals—Cont. 


Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to other 
refiners, export agents, or tanker terminal operators. The figure in parentheses after each price indicates 
the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) 
Grade 115/145 


Kerosine & Light Fuels 
41-43 w.w. Kerosine 
Grade 100/130 9(2)-9 25-9 .5-9.625(3)-9.75(3) 
Grade 91/ No. 2 Fuel 
8.25 (2)-8.5(2)-8 .625(3)-8.75(4)-8 .875 
Diesel & Gas Oils 


43-47 Diesel Index......... 8 .375-8 .75(2)-8 .876 
48-652 Diesel Index........ 8 .5-8 .875(2)-9-9 . 126 
8 .625-9(2)-9 .25 


93 Oct. Premium 
12 .75(8)-12 .875-13(2)-18 .25(2) 
12 .25(2)-12 .375-12 .5 
11.75(8)}-11 .875-12(4)-12 .25 
11.25(2)-11 .875-11 5-11.75 
.125-11.5 No. 6 Fuel, 0-10 p.t.. ........50-505- $2 .60-2 .65 
10 .6(2)-10 .75-11(2) Bunker “C” Fuel $1 .85(7)-1.90(2)-2 .00 


Middle East Crude Prices 


(Prices ope bbl. of 42 U. S. gals., exclusive of local port or er grocmnmeental charges, sales taxes, ete., 
if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per degree of gravity applies 
for gravities below and above those shown). 


Crude 


Arabian 
Arabian 
Arabian 


Persian Gulf 
Price Loading Port Effective Date 

Ras Tanura, Saudi Arabia 7-27-53 

Ras Tanura, Saudi Arabia 1-21-53 

Ras Tanura, Saudi Arabia 

Fao, Iraq 

Fao, Iraq 

Fao, Iraq 


Fao, Iraq 
Mina-al-Ahmadi, Kuwait 
Mina-al-Ahmadi, Kuwait 
Umm Said, —— 

Umm Said, Qatar 

Umm Said, Qatar 

Umm Said, Qatar 


wn 
am 
S83 


$O0RO NO rs ro rs ra 
FFSSRVSSSS 


: 
= 


sonore noronone 
SSSSSRE 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lo deep water 
terminals at ports named, and are subject to crude availability and company’s requirements; 2c per bbl. 
differential per degree of gravity applies for gravities below and above those shown, except for las 
Heavy for which price shown applies regardless of gravity. Price applicable for each Ly is that in effect 
at time vessel tenders for loading. purchases made in fields, prices shown are basis for such 
with deductions being made for terminaling and Pipe line services in accordance with published tariffs. 
Purchases by Creole not subject to contracts with Venezuelan government are made at prices lished 
by schedule shown below jess 1c per bbl. 


Gravity API 
14-14.9 $1.76 
19-19 .9 

Fiat 
26-26 .9 
26-26. 


Price Effective 
$/Barrel FOB Date 
Las Piedras or Amuay 


Amua: 
Las Piedras or Amuay 
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Aviation Gasoline Prices 


ices are for tank barges or truck lots; aviation gasoline meet specification MIL- 
F-5572, unless otherwise noted.) — 


District Grade 80 


Grade 91/96 


New Orleans, La. (Baton Rouge) 
Houston, Texas 
5 RIES 1 eS ‘ 


Lake Port Terminals 

Buffalo 

17.4 

15 .9(2) ced 

12.45-12.7(8) nat 

11.95(3) 10.75-11.15 
ii /2-11.45(8) mis 
cpp 85a . 
8 _85(2) 7.858 7.35(4) 
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Tank WwW. effect Oct. 5, 1953, as posted by principal marketing companies at 
agon Prices their headquarters’ offices, but subject to later correction. 
Inspection fees per. gal. , included in both gasoline and kerosine prices, 
do not include taxes; they do, however, include unless otherwise specified, are as follows: 

inspection fees as shown in next column. Gasoline taxes, shown in Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8¢; Ill. 3/100c; Ind. 
separate column, include 2c federal, and state taxes; also city and 2/25; Kans 1/100¢; La. is: —_ inn. $/2000; Mo. 1/35¢ Neb. 2/100c; 
county tases as indicated in footnotes. Kerosine tank wagon prices Nev. 1/20c; Cc i/4e 3 kla. '2/25¢; “<. 1/8; S. D 
also do not include taxes; kerosine taxes where levied are indicated in 1/40c; Tenn. 2/Se; and Wise. Poe 
footnotes. Discounts, if any, are shown in footnotes. These prices in Kerosine inspection fees only: Ala. 1/2c; Towa 1/50c; Mich. 1/Se. 


Atl Atlantic Sta CHEVRON Esso Esso Gasoline 
—_ e Gasoline | : Kero. & ndard of (Requ egular ) he, 87 Geom rd (Regular Grade) 
Reou le . : i Stand 
Dir. Fu Fuel 400 Gals. & over Taxes 
Tw. 16.1 19.6 - 
Allentown, Pa... 16.7 15 6 ‘ . 
Altoona 17.0 172 


T. 
Atlantic City, N. J.. 
Newark sn 
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Standard 
Stove 


Fuel Furnace Oil 
T.7. TT. OBT.T. T.T. 
(400 gals. over) (ex all taxes) 
16.1 ; ‘ 14.2 
15.6 . ’ 18.7 

. , 15.0 

17.1 
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Mineral Spirits V.M.&P. ia + ae aiae ar NephthasT.W. & Steel 
T.W. T.. *Whin. Spirits V.ML&P. 
23.0 ise—Se gas tax lies . 19.5 


s 24 255 
only; avgas taxes are 2c federal, 2. . 
Lake—7c gas tax applies 
eS Gs ee Eee ae Se" ee 
8 
Honolulu—8.5¢ gas a lies to motor 
only; avgas Sage ore, are , a 3.5c 
torial. Standard ofl price 
ex ic territorial quid fuels tax ki’. 
prices are ex ee gross income tax 
ro al Tesellers, 2 5% to consumers. FUEL OI1LS—T.W. 
Gasoline—For other deliveries Chevron Ne. No.3 
(Regular) and Chevron Aviation eover, add to a City, N. J. $4.8 13.3 
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Notes: Kerosine No. 1—Atilantic City prices are 
deliveries of 300 gals. le for 
100-299 gals. 2c for leas than 100 gals. 


e- 6_ Washington ts for min. deli ef 
gals.; for Sclvory of 2.500 anle sabe te 
teas fer tee 
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* Standard No. 2 , a8 Oil. 


Gasoline tax column tncboden these city taxes: Humble 
Tbuquerque & Roswell, 0.5c; Santa Fe, 1c; Gasoline Gaso- Kerosine 
Cheyenne, ic; Casper, ic. Regular line Tank Re- 
i T.W. Retail TaxesWagon tail 


Lake City and gasoline 
eM. for ,~ yA + 
than aging prow apply Yor de deduct 0.5c; 
> ll aay 9 ge hay 


2 
Notes: T.W. ces are to all classes dealers 
T.W. prices are to consumers and dealers. cal a and 
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PRICES in effect October 5—Tank Wagon—Cont. 
Secony Vacuum 


Mobilgas Aircraft 
Grade Grade Grade Mobilgas (Regular Grade) 
Gasoline 80 91 100 Cons. Dir. Cons. Dir. Mobil Kerosine 
Taxes T.W. T.W. T.W. T.C. T.C. T.W. A T.Cc. Yard Ww. 
ag + ay City: 


ares 


: we Save: woowe 
Soncce 
SSSSE8 


IABAIAVIATIAWBWOAAAAMRAMR®MAMMAAAGD 
ecooeooooooosoosoSeoSoSeSooSoSSS: 
1 WORE: MOO: yawawo: -: 

et et et tt et et ee ee 

+ tht. PDO CODD RODD Rr. Phe: 

: Re BPRORwBOoOwNe a2 

[- Rao awopine 


Dom eH CHorDH- 


Tank ee Yaseen Belocs 


8 . 19.0 

VM & B Nephtha } i Y i 20.5 
Taxes: N.Y.C. ex 3% city sales tax, Syracuse prices ex 2% city sales tax, applicable »s price of gasoline (ex tax). 
Discounts: Mobil Evaine--Mew York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals or more. 

Mobilfuel Diesel—All points, tank wagon less 0.5c for deliveries of 800 gals. or more. 

Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gal. or more. 
Notes: Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals. 
X Effective Oct. 1. 


Ohio Standard 


Sohio X-Tane Gasoline 


Aviation Gas.-Cons. T.W. (Regular Grade) Raphthe & Solvents—Cons. T.W 
Sohio Sohio Sechio Con- R S.R 
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7. 
7.0 . 
4 € pm qpeine can purchase aviation gasoline less 4c per gal. State Road Tax by supporti 
= supp 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more. 50 to 99 gals. add lc per gal., 9 gals. per gal. 
gen 3 % Solvents—T.W. and drum prices are for deliveries of 500 gals. or more. For ot other ee iso490 oe. add 2c; less than 150 


faeces (third grade) gasoline prices are same as X-Tane unless otherwise noted. S.S. prices are at company-operated stations. 
Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of Indiana 
bulk plants pep: the company’s prices are publicly posted. 


21.5 
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Red Crown Ss lex Furnace Oi+———————_ 
(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 1,000 
Cons. Dir. line sine 1-99 gals. 174 349 999 e 5 

T.W. Taxes T.W. . gals. gals. over & over 
16.3 16.3 3 eee eoes ease coe 

17.6* 17.1 
16.8 16. | 
16 .3* 


16.9 16:3 
ae 





fa 
FF 











MYIDAGRAIIHA: 
ecooooooone 
weooococe 


Lolo 


ed oad all all adiasti nal adi dl ell nd ed ell non 
SNF FF OOOOH AKNwsoaae 
COCSCBSBOOOO 


cooocooeooooooooo 


Georgia, kerosine, 1c; Montgomery, - 
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Notes: 
Notes: Dealer t.w. prices apply also to all classes Consumer t.w. prices are same as net dealer 
of consumers with minimum delivery of 50 gals. prices. 
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DISPLAYED: Advertisements set in special type or with border— 


13.50 
UNDISPLAYED; Bor al 
ess ities”, 
tions set in type this size without 
charge $7.50 per insertion. 


3. column 
3 “Bus Sale”, “Wanted to - 
border—36 ia a word. Minimum 





CLASSIFIED 


*, “Help Wanted”, 
etteneoe classifica- 


“Positions ba ggea cents a word. Minimum charge §3 per insertion. 
Box number counts words. 

two weeks preceding rE. of issue. 

All classified advertisements are payable in advance. 
No agency commission or cash di ts on cl 


Copy must reach us by Wednesday, 


ified advertisements. 








Position Open 


+ soneny aber TO EXECUTIVE for re Woe 





in 
moting er at serv leo Gatien, 4805 "Wemmet 
Road, Cleveland 25, Ohio. 


INDEPENDENT REFINERY located in the 

Rocky Mountain area has opening for an as- 
sistant to the Sales Manager. Salary open. In 
answering give complete history including age, 

cation, experience, ge — and 
earnings. Please include a photograph. 
All replies will be held strictly tae 


Box 824 


Position Wanted 


25 YEARS EXPERIENCE in all phases of oil 
marketing — buying, terminaling, manager 
of distributor operations. Transportation ex- 
perience in rail, pipe line and river operations. 
Will relocate. Box 828 





NATIONAL PETROLEUM NEWS 
1213 W. Third St., Cleveland 13, Ohio 
WRITE TODAY 











For Sale 


FOR SALE: ONE 4200 GALLON Fruehauf 
Tank Trailer, three compartment, single axle, 
new 10.00/20 tires, air brakes, $1500.00. Burch 
Bedy Works, Rockford, Michigan. 


FOR SALE: 1—4055 GALLON 2 compart- 
ment single axle trailer, good rubber one 
brakes, $825.00. 1—1949 Brockway 154 W 
Tractor completely factory reconditioned, 
$2500.00, or cemplete outfit, $3225.00. 1 new 
10,000 lon above ground tank, 10x16 ft. 
Pennsylvania eonsores, $895.00, sees B | 
Moyer, Towanda, Penna., Phone 337-R 





LUBRICATION 


New Motor Oils. 
Put on Market 


Three new motor oils put on the 
market this week by the W. H. Barber 
Co., Gulf Oil and The Texas Co. are 
being promoted as especially designed 
for winter driving and new _high- 
compression automobile engines. 

Gulfpride H.D. Light, says Gulf, is 
a high viscosity, low pour point oil for 
automobile use in all types of service 
in cold or cool seasons. It is recom- 
mended wherever temperatures drop 
to 10 deg. F or below. Gulf says it 
permits fast, easy starting in tempera- 
tures down to —30 deg. F without 
kerosine dilution. 

Gulf’s new oil also meets SAE SW, 
10W, 20W and 20 classifications. As 
a result, Gulf will not market a regular 
SW grade, and has discontinued its 
10W grade of Gulfpride H.D. The 
20/20W and heavier grades of Gulf- 
pride H.D. will be continued, but pri- 
marily for mild and warm weather use. 

Gulf says its new oil may be used 
in trucks, tractors or other heavy 
equipment. 

Universal Z is recommended by 
Barber for automobiles, trucks and 
tractors. “It is particularly adaptable 
to the Northwest,” says the company, 
because of its able lubrication char- 
acteristics over a wide range of tem- 
peratures.” 

Barber says the oil meets SAE SW, 
10W, 20 and 20W requirements and 
qualifies for approval by both gasoline 
and Diesel engine manufacturers. 

Advanced Custom-Made Havoline 
is Texaco’s answer to the “severe lu- 
brication demands of the newest high- 
power, high-compression automobile 
engines.” Texaco says the new oil has 
“unusual detergent properties which 


promote the efficient operation of such 
precision mechanisms as the hydraulic 
valve lifters” used in new engines. 


... in brief 


Hydra-Matic Substitute—Cadillac 
and Oldsmobile models equipped with 
automatic transmissions are coming 
through now with a torque converter 
unit instead of the Hydra-Matic. Pro- 
duction of Hydra-Matics was halted 
by the Aug. 12 fire which destroyed 
General Motors’ transmission plant at 
Livonia, Mich. For servicing purposes, 
there are three ways of telling whether 
the Cadillac or Oldsmobile has a 
Hydra-Matic or torque converter unit: 
(1) on the selector panel, presence 
of the letter P (Parking) shows it’s 
a torque converter unit—Hydra-Matic 
doesn’t have this; (2) under the hood 
the word Dynaflow is stamped on 
the transmission dipstick; (3) from 
under the car can be seen an oil cooler 
mounted under the transmission and 
connected with two rubber hoses to 
the engine cooling system—a Dyna- 
flow characteristic. 
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ABOUT OIL PEOPLE 


THE SALES FORCE of the Morden Oil Co., Independent 
Lansing, Mich., jobber, has been so successful that its TBA 
selling record is featured in an article on the company starting 
on page 64. Left to right: (seated) William C. Eiseler, Sr., 


Delpha L. An- 
derson has been 
promoted to sales 
manager of Vick- 
ers Petroleum 
Co., Inc., Wich- 
ita. A 25-year 
veteran of the oil 
marketing _ busi- 
ness, Mr. Ander- 
son got his start 
as a gasoline dis- 
tributor and op- 
erated his own 
business handling Vickers products 
for 17 years. 

He joined the sales staff at Vickers 
in 1948 and was promoted to assistant 
sales manager in 1951. Vickers cur- 
rently is undergoing an over-all ex- 
pansion program which included the 
addition of a new thermofor catalytic 
cracking unit early this year. The 
company says it has doubled the 
throughput of its Potwin, Kan., re- 
finery. 


D. L. Anderson 


Frank H. Cornell, plant manager 
for King & Keeney Inc., McKeesport, 
Pa., reports that his company is in the 
midst of an expansion program and 
that they have completely remodeled 
their bulk plant, adding buildings and 
increasing storage. They also have a 
new 4,250-gal. transport and a new 
1,200-gal. straight truck. King & 


84 


& #”* 


» ape Renee” 


Keeney plan to revamp two of their 
service stations by early next year. 
e 

William G. Lyden Jr., president of 
Lyden Oil Co., Youngstown, Ohio, 
has been appointed to a committee 
that will study a new bus franchise 
for the city. 

. 

Kenneth A. Goodwell, president of 
Wright Oil Co., Richmond, Ind., re- 
ports that his company acquired a 
new office, warehouse and 40,000 gal. 
of fuel oil storage. Plans call for the 
rehabilitation of old storage facilities. 

e 


E. J. Sherwood, treasurer of Sher- 
wood Petroleum Co., Mitchell, S. D., 
reports that the company’s farm serv- 
ice has been extended in the six 
counties surrounding Mitchell, and 
that the company’s service stations 
are on a 24-hour schedule. 

& 

Paul Zimmermann, Lake Charles, 
La., has taken over a Pan-Am South- 
ern Corp. distributorship for the area 
effective Oct. 1. He formerly was an 
Esso jobber. 

Mr. Zimmermann has installed four 
18,164-gal. storage tanks at his bulk 
plant and bought a new 1,200-gal. 
tank truck. His delivery equipment 
now includes the new truck, a 1,035- 
gal. tank truck, a 456-gal. tank truck 
and a pick up. 


Fred K. Barrett, gasoline and oil salesmen; L. E. Morden; Le- 
Roy Muth, fuel oil manager; (standing) Marvin Stump, station 
supervisor; and William G. Eiseler, Jr., fuel oil assistant 


O. J. Tauber 
Officially opened 
his new Tauber 
Oil Co. 1910 
Melrose Bldg., 
Houston, on Sept. 
1. He will mar- 
ket all types of 
petroleum prod- 
ucts and handle 
bulk oil trans- 
portation. He for- 
merly was a part- 
ner with E. A. 
Gabriel in Gabriel Oil Co. Prior to 
that he was traffic manager, crude oil 
department manager and assistant to 
the president of the Eastern States 
Petroleum Co., Inc., Houston. 


O. J. Tauber 


a 
Robert Siegel, president of Socony- 
Vacuum Overseas Supply Co., has 
been elected a director and executive 
in charge of Middle East affairs of 
Socony-Vacuum Oil Co., Inc., suc- 
ceeding the late Charles L. Harding. 
A. C. Ingraham, formerly a vice 
president, has been elected to succeed 
Mr. Siegel as president of Socony- 

Vacuum Overseas. 

ke 
Harold H. Hartley, manager of 
Quality Oil Co. of Salisbury Inc., 
Shell jobber in Salisbury, N. C., re- 
ports that his company recently com- 
pleted two service stations and plans 
to build three more in the near future. 
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---fo sell batteries with 
U.S. Peerless Rubber Separators 


No customer can afford to ignore these 
selling points about U. S. Peerless Sepa- 
rators: 

Plates can never break through—be- 
cause these separators have superior 
mechanical strength. 

Higher porosity allows faster circula- 
tion of acid, permits up to 20% faster 
cranking speed. 

Unaffected by overcharging, heat, bat- 
tery acid or plate pressures. 

Low electrical resistance means lower 
operating cost since minimum charge 
currents are required. This means im- 





proved starting performance in cold 
weather, delivering up to 10% more 
power when needed most. In hot weather, 
Peerless gives extra protection. 

More mileage per battery dollar. Cost 
per month is far less for Peerless-insu- 
lated batteries than for batteries insulated 
with ordinary separators. 

The better the separator, the better the 
battery. Use the coupon to send for your 
free, informative booklet describing the 
physical, electrical, chemical and per- 
formance characteristics of U. S. Peer- 
less Rubber Separators. 
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UNITED STATES RUBBER COMPANY 


Electrical Wire and Cable Department © Rockefeller Center, New York 20, N. Y. 
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FIRST IMPRESSIONS---LAST! 


at the Pump,too... 


Sales also multiply when your men wear LION UNIFORMS. 
They have eye-appeal that means buy-appeal. LION UNI- 
FORMS are styled for easy-arm action, fit smartly, stand the 
gaff of tough treatment. Made of special fabrics designed for 
service stations, LION UNIFORMS are guaranteed not to 
fade or shrink out of fit. Most major companies rely on Lion 
for regulation uniforms. 


Write for 
sample swatch folder 
and catalog. 





with New... GUN FILLING 
DISPENSER 


Dual Dispenser Handles Any Hand Operated Grease 
Gun 


prise A quality item for resale or premium use, K-P’s GFD- 
PLUG ADAPTER 400 Dispenser is the easiest and cleanest way to fill 
hand operated grease guns. Any gun equipped with a 
filler plug, or a removable head, can be filled. Every 
Dispenser is equipped with a Filler Plug (Model 
FP813) for easy y filliog. A Filler Gun Adapter on the 
side of the Dispenser handles guns not tapped for the 
filler plug. Increase your lubrication sales with this 
new, all-purpose gun filling dispenser. Available with 
or without gun. 


“Plus” 
Features 


4 


Sond 


Fits mn Sraighe side Soll “pale 
handles heavi 








(pm MANUFACTURING CO. 


NDEN AVENUE MINNEA 





ABOUT OJL PEOPLE 


W. H. Lichte, 
Denver _ area 
manager for Sin- 
clair Refining 
Co., has _ been 
elected treasurer 
of the Colorado 
Petroleum Indus- 
tries Committee. 
He joined Sin- 
clair in 1923 as 
its Leavenworth, 
Kan., agent. He 
has been general 
representative in charge of sales for 
eastern Kansas, and general represen- 
tative, sales and promotion, in the 
Rocky Mountain district. 





W. H. Lichte 


Wilson K. Minor, assistant comp- 
troller, Standard Oil of California, 
San Francisco, was named a regional 
vice president of the Controllers In- 
stitute of America at the organiza- 
tion’s 22nd annual meeting in Boston, 
Sept. 28. 


Daniel B. McLaughlin, formerly 
senior tax supervisor, has been named 
manager of Atlantic Refining’s finance 
department, tax division. He succeeds 
the late Albert F. Schnee. Mr. Mc- 
Laughlin joined Atlantic as a service 
station employe in 1932 following 
his graduation from the University of 
Pennsylvania. He was transferred to 
the accounting department in 1933 
and the tax division in 1940. He be- 
came senior tax supervisor in 1946. 


Ben Halsell has been promoted to 
assistant manager of The Texas Co.’s 
14-state northern sales territory head- 
quartered in New York City. For- 
merly Chicago division sales man- 
ager, he has been with the company 
since 1926. He was transferred to the 
Boston sales division in 1927 and 
served as division manager there from 
1945 to June of this year when he was 
transferred to Chicago. 

C. W. Krueger, Indianapolis divi- 
sion manager, succeeds Mr. Halsell at 
Chicago, and F. J. Novak, assistant 
division manager in Indianapolis, suc- 
ceeds Mr. Krueger. 


M. C. Dupree, Ashland Oil & Re- 
fining Co.’s transportation manager, 
will represent the river and canal car- 
riers at a symposium on the use of 
radio, radar, etc., on rivers, canals 
and the Great Lakes, during the 
Radio Technical Commission for Ma- 
rine Services’ fall assembly in Chi- 
cago, Oct. 19. 
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“BUTLER ATTEL 


eight times more 


with route-matched fuel oil truck tanks” 


—Mr. Paul D. Hartog, President 
Paul D. Hartog Inc. 
St. Louis, Missouri 


“Here is our newest Butler—a 1500- 

gallon, four compartment truck tank.” “Butler engineers study our needs carefully and supply us with 
truck tanks that match our fuel oil routes perfectly. Capacities 
and compartment sizes are selected to efficiently serve our new, 
longer suburban routes. Manifolds, reels, pumps and meters 
are designed and located to speed deliveries. Tank shells are 
shaped to give good weight balance between axles and mini- 
mum overhang with our 84-inch cab-to-axle trucks. 

“Butler has given us this route-matching service for 14 years, 
with 12 truck tanks. As a result, we have been able to give our 
customers fast, economical delivery, even in our busiest seasons. 

sates cikaecane nesta aaae — This has helped to increase our business eight times. 

Butler “Metropolitan” fuel oil truck “In spite of rapidly changing delivery conditions cuused by 

tonk. people moving to the suburbs, not one advance-design Butler 
truck has become obsolete. Nor, has any truck tank given us 
trouble during 14 years of use over rough streets.” 


4 BUTLER MANUFACTURING COMPANY 
77) << 7454 East 13th St., Keseee Chay Sy Minot 
Pro 954 Sixth Ave., 5.E., 14, 


913 Avenue W, Ensiey, Birminghem 8, Alabama 
Dept. 54, Richmond, California 


Manufacturers of Oil Equipment ¢ Steel Buildings * Farm Equipment ¢ Cleaners Equipment ©¢ Special Products 
Factories located at Kansas City, Mo. * Galesburg, Ill. * Richmond, Calif. * Birmingham, Ala. * Minneapolis, Minn. 
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ABOUT OIL PEOPLE 





NPA OFFICIALS attending the recent association meeting at Atlantic City are: 
A. W. Scott (left), president of Wolfs Head Oil Refining Co., re-elected president 
of the National Petroleum Assn., and Fayette B. Dow, NPA general counsel 


Truman Gish has resigned his post 
with lowa Farm Service Co., Chicago, 
after spending a year and a half as its 
director of procurement. His present 
plans are indefinite. One-time presi- 
dent of the Chicago Oil Men’s Club, 
he formerly was manager of the fuel 
oil division of Consumers Co. until 
its sale to Petroleum Heat & Power. 


Frank W. Abrams, chairman of the 
board, Standard Oil Co. (N. J.), Sid- 
ney A. Swensrud, president, Gulf Oil 
Corp., and Robert E. Wilson, chair- 
man of the board, Standard Oil Co. 
(Indiana), will be honored at the 25th 


annual Boston Conference on Dis- 
tribution, Oct. 19-20, for their con- 
tributions to the advancement of dis- 
tribution during the past 25 years. 


Fred Holl has been named retail 
sales manager of Canfield Oil Co., 
Cleveland. He became a district man- 
ager for Canfield in 1944 after several 
years in the rubber industry, and was 
moved up to TBA manager in 1945. 
T. H. Reed, formerly with Cooper 
Rubber, Armstrong Tire and Pate Oil 
Co., is now merchandise manager. 
Walter Preslan is the new Elyria, 
Ohio, district manager. 


EASTERN NEW YORK OIL MEN, co-ordinating plans for Oil Progress Week in 
the area (Oct. 11-17), are, left to right: F. H. Meeder, president, Richfield Oil Corp. of 
New York and chairman-elect of the New York State OIC; W. R. Johnston, division 
manager, Socony-Vacuum Oil Co., Albany, and Eastern New York OIIC vice chairman; 


and J. L. Lenker, regional manager, Gulf Oil Corp., New York City, New York 
state OIIC chairman 
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COMING MEETINGS 


OCTOBER 


Oil Progress Week, Oct. 11-17. 

Indiana Independent Petroleum Assn., Severin 
Hotel, Indianapolis, Oct. 14-15. 

Georgia Independent Oilmen’s Assn., fall con- 
vention and annual golf tournament, Bon 
Air Hotel, Augusta, Ga., Oct. 15-16. 

Texas Assn. of Petroleum Marketers, fourth 
annual convention and trade show, Adolphus 
Hotel, Dallas, Tex., Oct. 15-16. 

Independent Petroleum Assn. of America, an- 
nual meeting, Texas Hotel, Fort Worth, Tex., 
Oct. 19-20. 

Seuth Dakota Independent Oilmen’s Assn., 
Pierre, S. D., Oct. 19-20. 

Western Petroleum Refiners Assn., regional 
meeting, Garrett Hotel, El Dorado, Ark., 
Oct. 22-23. 

Pennsylvania Petroleum Assn., Pocono Manor 
Inn., Pocono Manor, Pa., Oct. 25-27. 

American Petroleum Credit Assn., annual con- 
creas Hotel Biltmore, New York, Oct. 


Noticwal Lubricating Grease Institute, Edge- 
water Beach Hotel, Chicago, Oct. 26-28. 

I t Oil Assn., sixth an- 
nual meeting, Edgewater Beach Hotel, Chi- 
cago, Oct. 28-29. 

Arkansas es Oil Marketers Assn., an- 
nual meeting, Hotel Lafayette, Little Rock, 
Ark., Oct. 30. 





NOVEMBER 


Seciety of Automotive Engineers, transporta- 
| meeting, Conrad Hilton Hotel, Chicago, 
‘ov. 2-4, 
Nebraska Petroleum Marketers, Inc., Paxton 
_, Hotel, Omaha, Nebr. Nov. 4-5. 
of A e Engineers, fuels & lubri- 
cants meeting, Conrad Hilton Hotel, Chicago, 


Nov. 5-6. 

National Oil Jobbers Council, Sherman Hotel, 
Chicago, Nov. 5-7. 

American Petroleum Institute, 33rd annual 
meeting, ee ae and Palmer 
Ho Chi ‘ov. 9-12. 

a Amerian Battery Manufacturers, 

Edgewater Beach Hotel, Chicago, Nov. 18-20. 





DECEMBER 


Oil Dealers Assn. of Arkansas, Marion Hotel, 
Little Rock, Arkansas, Dec. 1-2 
mF. Oil Compact Commission, winter 
meeting, — Hotel, Oklahoma City, 
-6. 


Okla., Dec. 4 

Oil TBA Group, annual national meet- 
ing, Chase, Park Plaza, and Forest Park 
Hotels, St. Louis, Dec. 7-8. 


JANUARY—1954 


Kentucky Petroleum Marketers Asen., Brown 
Hotel, Louisville, Ky., Jan. 6-7. 
Northwest Petroleum Assn., St. Paul Hotel, 
St. Paul, Minn., Jan. 14-15. 


FEBRUARY 


American Petroleum Institute, Lubrication 
Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb. 15-17. 

lowa t Oil Jobb Asen., annual 
convention, —— Des * amas Hotel, Des 
Moines, Iowa, ‘Feb. 17-18. 

Assn., Hotel Schroeder, 

Milwaukee, Wis., Feb. 24-25. 








MARCH 


Texas Oil Jobbers Assn., annual convention, 
Baker Hotel, Dallas, Tex., Mar. 8-10. 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Hilton Hotel, Columbus, Ohio, March 16-18. 


APRIL 
American Society of Labrication Engineers, 
Netherland-Piaza, Cincinnati, Ohio, April 5-7. 


MAY 


American Petroleum Institute, Lubrication 
saunas Skytop Lodge, Skytop, Pa., May 


American Petroleum Institute, Safety & Fire 
Protection Committees, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 


NATIONAL PETROLEUM NEWS + October 7, 1953 








EATON TANDEMS- 
the most economical units 
available for increasing 
payload in 
proportion 

to © 
gross 


EATON AXLES — The load-carrying and moving 
components — are performance-proved by thou- 
sands of units and millions of miles of service. 
They are installed in the position for which de- 
signed and, therefore, are not subject to abnor- 
mal stresses or to unnatural lubricating problems. 
@ The single drive line permits a natural angle 
and direct lead of the propelier shafts; elimi- 
nates excess parts; simplifies maintenance. 
@ The power divider, of simple design, assures 
the transmission of power equally to both axles. 
®@ A third differential in the power divider assures 
equalized power transmission to the driving 


EATON 


@ PRODUCTS: Sodium Cooled, Poppet, and Free Valves 


wheels even though wheel speed may be 
variable due to road irregularities or differ- 
ences in tire diameter. 

@ The differential lock between forward and rear 
axles (optional on some models) is positive in 
action. With unfavorable road conditions such 
as mud, snow, and ice, this feature makes 
maximum traction available when required. 

Let your truck dealer explain how Eaton Tandem 

Drive Axles will give your trucks greater load 

capacity and at the same time reduce tire main- 

tenance and operating costs. 


——— AXLE DIVISION 
MANUFACTURING 


COMPANY 
CLEVELAND, OHIO 


Tappets » Hydraulic Valve Lifters « Valve Seat Inserts « Jet 


Engine Parts« Rotor Pumps Motor Truck Axles - Permanent Mold Gray Iron Castings * Heater Defroster Units « Snap Rings 
Springtites * Spring Washers - Cold Drawn Steel - Stampings - Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 











A Billion Dollar Industry 





The growth of INDEPENDENT TRANSPORT OPERATORS who serve thou- 
sands of industries as private transport carriers is one of America’s most rapidly 
expanding and valuable of all industries. It is literally “an industry on wheels.” 
“For Hire Transport Operators” carry more than 260 different liquid and volatile 
commodities ... they make deliveries on and off the highway to small industrial 
centers that might be isolated otherwise. The fact that so many of these inde- 
pendent operators as well as large organizations owning their own equipment, 
invest in STANDARD STEEL units is proof that when the going is tough .. . they 
look to STANDARD STEEL TRANSPORTS for unfailing deliveries. Whatever your 
transportation demands may be, there is a specialized TRANSPORT in the 
present Standard Steel line-up . . . or one can be designed, engineered and built 
to meet your needs right on the line. Over forty years of transport engineering 
shows up in every inch of a STANDARD STEEL TRANSPORT. Write or phone 
NORCLAY 3200 for complete details. 


SAFETY IS ENGINEERED IN EVERY STANDARD STEEL TRANSPORT 


nine bale  /._ 








OTHER PRODUCTS OF STANDARD STEEL . . . ASPHALT DISTRIBUTORS . . . BURNERS 

POWER AND TRACTION DRIVEN CONSTRUCTION BROOMS . . . MAINTENANCE DISTRIBUTORS 

TAR KETTLES .. . AGGREGATE SPREADERS . . . STREET FLUSHERS . . . PIPE LINE EQUIPMENT 
SUPPLY TANKS .. . SHELVING HARDWARE . . . AND AGRICULTURAL EQUIPMENT 


Standard Steel Works, NortH KANSAS City, Mo. 





